1924 





LAS. 


VEU 3 U 1824 


THE EASTERN UNDERWRITER 


(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


AWEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF INSURANCE 
Published by The Eastern Underwriter Co., 86 Fulton Street, New York, N. Y. 
Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under the act of Congress, March 3, 1879 








Twenty-fifth Year; No. 55 


NEW YORK, FRIDAY, DECEMBER 26, 1924 





$3.00 a Year; 25c. per Copy 








N. Y. Fire Insurance 
District to Stay 
Below Fulton Street 


Significance of National Board’s 
Choosing of John and Gold 
Location 








EASY TO RENT THE SPACE 





Company Organizations to Pay $2 
Square Foot; Others Will 
Pay More 





The most significant thing about the 
decision of the National Board of Fire 
Underwriters to erect a 14-story build- 
ing at John and Gold Streets, New York, 
is that the fire insurance district is to 
remain in lower Manhattan. This is as- 
sured by the fact that in the new struc- 
ture will be the National Board of Fire 
Underwriters, the New York Fire In- 
surance Rating Organization, the New 
York Board of Fire Underwriters, the 
Suburban Fire Insurance Exchange and 
the New York Fire Insurance Exchange. 
Just as the lawyers will continue down- 
town in New York as long as the City 
Hall and other municipal buildings are 
there, and just as long as the big finan- 
cial concerns will remain in contiguity 
to the Sub-Treasury, the Federal Re- 
serve Bank, the New York Stock Ex- 
change and the Consolidated Exchange, 
so too will insurance agents and brok- 
ers have a habitat near the company 
rating and other organizations. 

Gold Street is one block east of Wil- 
liam Street and is already quite an insur- 
ance center. It is one of the narrowest 
thoroughfares in New York City, which 
is not of particular importance as auto- 
mobiles are not permitted to park in that 
section of the town. Because of the 
high rents that followed the war period, 
going up in some cases to $6 a square 
foot, there was an emigration uptown 
of insurance companies which decided 
not ‘to house their clerical staff in such 
expensive quarters. Rents went down, 
but they are still running from $3 to $4 
a square foot in the insurance district. 


Three “Uptown” Districts 


The word “uptown” is misleading as 
applied to new insurance districts as 
there are really three “uptowns” from 
an insurance angle. There is a district 
around Forty-second Street where are 
the Liverpool &: London & Globe, the 
National Liberty and quite a number of 
the life insurance general agencies. 
There is a district around the Pennsyl- 
vania Station where the new Equitable 
Life Assurance Society building is lo- 
cated, and there is a Fifth Avenue dis- 
trict around Fourteenth Street where are 
located the Commercial Union group, the 
London Guarantee & Accident, the Sun 
Insurance Office, Sun Indemnity and 
some other offices. 

The National Board of Fire Under- 

(Continued on page 23) 
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PHOENIX. 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test of time! 
142 years of successful business operation. 
World-wide interests. Absolute security. 


Excellent Service and Facilities. 


PHOENIX 


indemnity Company 
75 Maiden Lane, New York 
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EQUITABLE LIFE OF IOWA 


Now Occupies Its 


New 18-Story 
Home Office Building 


in Des Moines 





Teal 


eth cteibiea With increased facilities, it is now 
JA better prepared than ever before 
to render service to its policyhold- 
ers, agents and friends. 




















We Arm the Ambitious! 


Our monthly SALES LETTER has a yearly total of 144 rich pages. 

Supplies a commission-creating educational course—stories of delivered 
cases, descriptions of approaches and closings, answers to objections, 
prospect methods, inheritance tax arguments and illustrations, monthly 
income sales talks, business insurance presentations, sales by women to 
women, farmer solicitation, young men solicitation, and the like—all in the 
language of the actors in the experiences related. 

Increasing efficiency, through constant study, leads to the maximum of 
profitable service. We arm the ambitious! 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organised 1847 




















Did Publicity 
Kill Advantage of 
Half-Rate Form? 


Other Companies Are Now All 
Primed to Meet This 
Competition 


WHAT SOME ARE DOING 











No Agent Need Lose Case in 
Competition Is Home Office 
Advice 





Has the great publicity which was given 
the “half rate” policy—now by general 
consent known as “modified life”’—elimi- 
nated the advantage which the two com- 
panies had which put these contracts out? 

At the start not much attention .was paid 
to the “half rate’ contracts. In fact, the 
Aetna Life got out their policy along with 

umber of other forms, following a 
imilar policy by The Prudential, not 
cnowing that it was to create a sensation. 

ng came the Life Underwriters’ Asso- 
ciation of New York. ‘nounced the poli- 
cies as a misrepre , and kicked up 
y so that the con- 
tracts in were before several 
dozen underwriters’ associations. Imme- 
diately the policies of the two companies 
were in for a tremendous bit of advertis- 
ing and began to be sold ‘ke hot cakes. 


Climax of the Publicity 


a fuss all c , 
question 


The agitation continu: |, coming to a 
climax at the meetings of the National 
Convention of Insurance Commissioners 
which culminated in the debate between 
Liwrence Priddy of the local association; 
an Alfred Hurrell of The Prudential, 
Messrs. Luther and Cammack of the 
Aetna and Wells of the local association 
also participating, while Vice President 
Howard of the Travelers participated to 
the extent of saying that the Travelers had 
copied the Aetna contract because it was 
a condition not a theory confronting his 
company and he sat down.- The commis- 
sioners passed a conciliatory resolution de- 
nouncing misrepresentation of the sale of 
the contracts, which were legal in them- 
selves. The companies changed the name 
of the contract to Modified Life and then 
what? 

Did the policies under the new name 
keep on having as wide a sale as they did 
under the other name? 

Did the publicity and attack merely act 
as a booster of sales of the policies? 

Tue Eastern UNDERWRITER learns upon 
inquiry among general agents that in their 
opinion the hullabaloo has had the result 
of putting other companies on all fours 
with the companies issuing the Modified 
Term. The local general agents are satis- 
fied with the result, and feel that they 
blocked a clever production move by three 
of the leading companies in the business. 

The agency department of every com- 
pany in the country at once got on the job 

(Continued on page 8) 
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The Responsibility of the Company 
to the Agent 


Tenth Paper 


We hear a great deal about the responsibility of the agent to his company, 
but little about the responsibility of the company to its agents. 


It is the province of the agent to give sound advice and skilful guidance to 
his clients; but this he cannot do unless he becomes a trained expert. And The 
Equitable Life Assurance Society of the United States contends that unless the 
company gives him this training, 1t will neglect one of its most important duties. 


The surgeon who lacks professional knowledge and skill does more harm than 
good, and should be suppressed. The life underwriter, in his own field of opera- 
tions, occupies precisely the same position. If he is incompetent, the responsibility 
for his inefficiency will rest chiefly on the shoulders of the company employing 
him. ‘ 


The physician deals with a great variety of diseases, and must vary his reme- 
dies accordingly. The agent deals in a great variety of policy-contracts and must 
know how to fit them to the individual needs of each client. 


The company that permits an incompetent agent to represent it in the field 
is clearly to blame for that agent’s blunders. 


The accomplished life underwriter makes an accurate diagnosis of each client’s 
needs, is thorough in his work, and explains each policy in such a way that the 
client will recognize his need for 1t and will value it accordingly. 

The present waste in life insurance is one of the chief evils of the business. 
Those who abandon their insurance not only lose money and protection themselves, 
but do great injury to those who maintain their insurance. 


It is the duty of the company to do everything in its power to reduce its lapse 
rate, for whatever is accomplished in this direction will benefit the company as a 
whole, every individual policyholder, and all its agents. And the best way to 
reduce the lapse rate is to send into the field only those men and women who are 
able and willing to render efficient and disinterested service to the public; those 
who will not half sell the policies they deliver, or place misfit insurance, or fail to 


show how each well selected policy provides accurately for the specific needs of the 
purchaser. 


Prevention is better than cure, and if the companies will do their full duty 
by their agents the heavy lapsing of policies that now prevails will be checked. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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Penn Mutual Life’s 
New Policies Issued 


FIRST PAGE MADE A SUMMARY 





High Spots in Contract Brought To- 
gether; Appearance Supplements 
Agents Work 





The Penn Mutual Life will begin the 
issuance of its revised policy forms on 
January 2. The first page has been 
completely transformed. Instead of the 

wording beginning with “In considera- 
tion,’ as is customary, the text matter 
has been broken up into four or five 
brief paragraphs, each with its appro- 
priate heading, all of them together dis- 
playing the high spots among the bene- 
fits of the policy. 

Name of the insured, name of bene- 
ficiary, whether or not beneficiary, has 
reserved the right to change, sum in- 
sured, double indemnity, disability bene- 
fit, annual dividend, followed by a con- 
sideration clause in which the only 
figures are those of the premium, are 
so displayed on the first page as to re- 
inforce the story told by the agent, point 
by point. 

The document therefore supplements, 
by an appeal to the eye, the appeal to 
the ear which the agent makes in his 
interview. 

This transformation is in line with the 
trend of the last few years in life in- 
surance contracts. The language of the 
provisions of the second and third pages 
has been simplified, and additional in- 
dicative headings have been inserted. 
The wording of the disability clauses 
has been made still clearer, and under 
the endowment contract, to preferred 
risks, the monthly income will be life- 
long instead of ending when the En- 
dowmen matures. 

A new settlement option has been 
added, under which the principal may 
be left with the company, and a stated 
sum, of the policyholder’s or the bene- 
ficiary’s choosing, will be paid annually, 
semi-annually, quarterly, or monthly, un- 
til the principal sum, with yearly addi- 
tion of interest balance, is exhausted. 

The picture of the making of the 
famous treaty between William Penn 
and the Indians is retained at the be- 
ginning of the contract, and underneath 
it have been engraved words addressed 
by Penn to the Indians during the nego- 
tiation of the treaty—‘We are met on 
the broad pathway of Good Faith and 
Good Will.” 





APPOINTS PUBLICITY MAN 





Home Life of New York Selects Agency 
Leader to Handle Its Publicity 

Raymond C. Ellis, who has been asso- 
ciated with the Home Life of New York, 
both in the home office and in the field 
during the past nine years, has been ap- 
pointed assistant to George W. Murray, 
vice-president and superintendent of 

agents, and will supervise the company’s 
advertising and publicity. 

Although only a young man, Mr. Ellis 
has made quite a reputation as a speaker 
at banquets and agency conferences of 
the company, and while out in the field 
led the honor roll of agency producers 
on more than one occasion. 

Mr. Ellis ran for state senator in the 
recent election from his district in 
Brooklyn and came very close to being 
elected. 





MADE SUPERVISOR 





Melvin F. Boicé Appointed An Execu- 
tive by Cleveland Life After Suc- 
cess In Field 

Melvin F. Boice, for many years con- 
nected with the field organization 
activities of the Cleveland Life has been 
made an executive of the company with 
the title of home office supervisor. Some 
years ago Mr. Boice organized the War- 
ren, Ohio, agency of the Cleveland Life, 
which has been notably successful. This 
agency will now be under the name of 
Clark & Bratton. 











ater New York. 
HARRY GARDINER, General 


tions in Gr 


Cortlandt 6030-6031. 








OPENING FOR SUPERVISORS 


Experienced Life Insurance man to assist in training 
Agents and possessing knowledge of Brokerage connec- 


Life Ins. Co., 220 Broadway, New York, N. Y. Telephone 


See 


Agent, John Hancock Mutual 

















PRUDENTIAL EDITOR DIES 





Joseph Atkinson With Company For 
Thirty Years; Edited Agents Paper 
For Twenty-five Years 


Joseph Atkinson, for 25 years editor 
of the Prudential Weekly Record, died 
at his residence 809 Clifton Avenue, 
Newark, N. J., on December 17. Before 
joining the Prudential ranks Mr. Atkin- 
son was for 20 years a member of the 
staff of the New York Herald. He was 
born in Ireland, Noy. 8, 1846, and served 
in the navy for three years during the 
Civil War in the blockade of the Gulf. 

Mr. Atkinson was an active worker in 
the Democratic party and served at one 
time as clerk in the New Jersey As- 
sembly. He also wrote a history of 
Newark which has been used as a text- 
book in the schools of that city. He 
was a worker in the movement of the 
Irish Land League and at the time of 
Charles Stewart Parnell’s visit to Amer- 
ica helped him in his work here. 

In 1893 Mr. Atkinson joined the ranks 
of the Prudential at the home office and 
began writing articles of an inspirational 
nature to the agents of the company. 
These were published in the company’s 


agency paper—the Prudential Weekly 
Record—and Mr. Atkinson later became 
the editor of the publication. He was 
well-known as an enthusiastic and in- 
spirational speaker by the Prudential’s 
agency force, having at one time ad- 
dressed many agency meetings of the 
company in various parts of the country. 


HOLDS MANAGERS’ CONFERENCE 


Mutual Life Men Gather at Washington 
With Superintendent of Agencies 
G. K. Sergeant 


A group meeting of nine 
managers for the Mutual Life of New 
York was held in Washington, D. C., 
last week at the New Willard hotel for 
the purpose of discussing plans for 1925 
with George K. Sergeant, superintendent 
of agencies. This is one of several group 
conferences being held. Managers from 
the following cities were present: Rich- 
mond, Baltimore, Washington, Wilming- 
ton, Del., Charlotte, Columbia, Atlanta, 
Savannah and Jacksonville. Consensus of 
opinion was that the outlook for 1925 
is exceptionally bright. 3usiness had 
picked up appreciably since presidential 
election, the managers reported, and it 
was expected to show greater improve- 
ment as the new year advanced. 


Southern 


Connecticut General News 
Hartford, Conn. 








Some Specialties 


Non-participating and Participating. 


Disability income from first day if perma- 


nent, otherwise 


after 180, 90 or 14 days. 


Complete disability protection with term 


insurance. 


Pay Roll Deduction Insurance. 


Sub-standard policies. 


live per cent interest. 


Monthly premiums. 


Group Life and Disability. 


Commercial Accident and Hea!th. 


Non-cancelable Accident and Health. 











Columbian National 
General Agent Here 


ALBERT H. JONES APPOINTED 





Twenty-Years Life Insurance Experi- 
ence; Has Been Instructor for 
Mutual Life 





The Columbian National Life of Bos- 
ton has appointed as its general agent 
in New York, Albert H. Jones. He will 
have offices at 50 East 42nd Street. As 
supervisor of agents in the Frank W. 
Adams agency of the Mutual Life at 149 
Broadway, he has been well known to 
the life insurance fraternity here. 

Mr. Jones, although a young man, not 
40 years old yet, has spent nearly 20 
years in the life insurance business. His 
early training was in London, England. 
He came to this country 15 years ago, 
making a connection with the Prudential 
Ins. Co. of Newark and spent some years 
in the field as a special representative, 
being assigned to the company’s offices 
over the country, usually for a week or 
two for the purpose of instructing and 
helping the individual agent to close 
business. His work was a big success 
and made him many friends. 

Since 1919 which is the date of his 
present connection with the Mutual Life, 
Mr. Jones has written a large personal 
business, also conducting a life insurance 
class (for the company) with a marked 
success. 


APPOINTS J. W. THOMSON 





North American Reinsurance Names 
Former Actuary for British Gov- 
ernment In Scotland 


At a meeting of the board of directors 
of the North American Reinsurance, of 
New York, J. W. Thomson was appointed 
actuary of the company. Mr. Thomson 
is a Fellow of the Institute of Actuaries, 
a Fellow of the Faculty of Actuaries 
in Scotland, an Associate of the Institute 
of Actuaries in Great Britain, and a Fel- 
low of the Royal Statistical Society in 
London. He was for eleven years ac- 
tuary for Scotland for the British Gov- 
ernment being a colleague of Sir Alfred 
Watson, K. C. B., the Government Ac- 
tuary for Great Britain. He previously 
was connected with the actuarial depart- 
ment of the Scottish Life Asurance Com- 
pany, where he was trained by Henry 
Moir, the President of the United States 
Life Insurance Company. 





ISSUES NEW MANUAL 





Northwestern Mutual Life Issues Com- 
plete Book Containing Several 
New Features 


The Northwestern Mutual Life of Mil- 
waukee, Wis., will have its 1925 dividend 
manual in its agents’ hands before the 
first of the year. It will include tables 
illustrating the dividend addition plan 
heretofore printed separately. 

This Manual will include also tables 
of illustrative dividends under the 
options of settlement. These tables are 
on a modified basis of payment which 
applies to all such settlements where the 
policy proceeds become payable on or 
after January 1, 1925. 

Under the new method, a dividend 
based on the rate of interest in excess 
of the contract rate for the calendar year 
in which the payment falls will be paid 
with the first installment (monthly, quar- 
terly, semi-annually, annually) under 
Option “A” and with the second install- 
ment (monthly, quarterly, semi-annually, 
annually) under Options “B,” “C,” and 

” 





COMES TO HOME OFFICE 


Charles L. Sykes, formerly of the firm 
of Dyer & Sykes, general agents for the 
Mutual Benefit Life at Oklahoma City, 
has been brought to the home office to 
act as traveling supervisor. Mr. Sykes 
has a good record as a salesman and will 
spend most of his time in the field. 











; sees 
hm poe 


























Page 4 








i 
SS] TE EASTERN 
Ae unpenwerrer Geet 














ght Somers 
Santana 





‘December 26, 1924 








— 











ee, 














~ Right Wave 
Length Not Enough 


The wisest, the most helpful and the most inspiring message 
ever spoken into the microphone will not hold the radio fan unless 
it suits his mood. The program must give him what he wants, or 
he turns the dial and is gone. 


Like radio, insurance has something to offer to almost every 
one. To the wife and children it offers protection. For the home 
builder, it scatters the dark shadow of the mortgage. For the 
business man who is the brains of his company, it gives a guat- 
anty that his associates can carry on if heis suddenly taken. Over 


the large estate it stands guard against the assaults of the tax col- 
lector. 


But the man that wants to hear about mortgage redemption 
won't listen to inheritance-tax talk. He'll leave you and tune in on 
some other station. 


Make sure before you broadcast that you know what your 
prospect wants. Find out as much as you can about his needs 
and give him a program that’s right. Then when he tunes in he'll 
stay 'till you’ve put your message over and his check and applica- 
tion are safely stowed away in your inside pocket. 


Metropolitan Life Insurance Company 
New York 
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Features Of 1924 
In Life Insurance 


A YEAR OF MARKED ADVANCE 





Better Appreciation of Uses by Public; 
Financial Institutions Endorse- 
ment a Factor 





By Henry F. Tyrrell, 


Legislative Counsel, Northwestern Mutual 
Life 

American legal reserve life insurance 
companies issued policies to the approx- 
imate amount of $13,500,000,000 in the 
year 1924, thereby establishing a record 
which many think will stand for some 
years to come, despite the fact that each 
succeeding year since 1914, with one ex- 
ception, has shown a gain over the pre- 
ceding year in the issuance of life in- 
surance. 

The best data now available places its 
distribution as follows: Ordinary life, 
$9,180,000,000; Industrial, $2,900,000,000, 
and Group, $1,430,000,000. 

It is inevitable, of course, that the dis- 
tribution of life insurance will, some 
day, reach the peak of its possibilities— 
and there will be those who think it did 
so in 1924—but my own judgment is that 
it has not even approached its summit. 

Just how to account for the showing 
of 1924 is not easy. Doubtless many in- 
cidental features entered into the ulti- 
mate accomplishment, but if a person 
were pinned down, definitely, to one 
paramount reason, he would probably be 
justified in ascribing it to a better under- 
standing of life insurance on the part of 
the public. When he had done that, he 
would have meant that the public has 
come to a recognition of life insurance 
as a real duty; that it realizes that life 
insurance is one of the necessities for 
family, business and estate, and that life 
insurance has been placed before them 
more expertly and under better selling 
programs. 

There is no doubt that the public has 
come to a much better understanding of 
the splendid purposes and the manifold 
uses of life insurance. This is shown in 
the reactions of courts, legislatures and 
the press—those three yreatest media 
through which public opinion is so 
clearly reflected. There has been a 
marked tendency lately in the court de- 
cisions toward a better understanding of 
life insurance by judges and lawyers; 
the major legislative proposals have been 
more constructive and less petty and 
they have received much more earnest 
consideration than formerly, due, no 
doubt, to the high character of the 
supervision of the business by insurance 
commissioners who no longer are mere 
“cheer leaders” for their respective gov- 
ernors, but who are, in fact, expert of- 
ficials, and certainly the press, both in- 
stitutional and lay, has shown a much 
more enlightened understanding of, and 
attitude toward, the business. 


Effects of Educational Work 


All this means that educatinoal work 
of a high and consequential order has 
been done. Companies now look upon 
this sort of effort as a necessary part 
of their functions and agents have come 
to be professional men. They no longer 
sell life insurance; they prescribe it. 
They diagnose the individual needs as 
carefully and expertly as the physician 
diagnoses disease and they prescribe as 
conscientiously. This necessarily im- 
presses the insurance idea upon patrons 
in a substantial way and it makes for 
loyalty and regard, rather than for dis- 
trust and suspicion. 

very impressive and far-reaching 
element in the education of the public 
to the life insurance idea has been its 
consistent and persistent approval and 
Promotion by banking and investment 
organizations. These excellent institu- 
tions must be given due credit for their 
part in the record of 1924. 

There are those who will be inclined 
to contend that “new ideas” had much 
to do with their record, but I prefer the 
word “something” to “much.” The “frills” 
may have attracted comparatively few, 


but the stability and constant progress 
of life insurance depend upon the funda- 
mentals, intelligently applied to  in- 
dividual needs. 

Life insurance agents had to work 
hard in 1924, but it paid. Up to Novem- 
ber, the country was more or less ex- 
cited about the presidential election and 
great doubt and unrest prevailed. That 
sort of thing always affects business and 
business always affects the distribution 
of life insurance. That the agents of 
America were able, notwithstanding, to 
place a record-breaking amount of life 
insurance in 1924 is a tribute to their 
professional ingenuity and equipment. 





RAISES ITS LIMITS 





State Mutual Life Also Lowers Its Age 
at Entry; Schedule of A ts 
Issued 

The State Mutual Life has increased 
its limits at all ages and has also changed 
its age at entrance from 16 to 14. The 
company now issues life and endowment 
policies up to and including $10,000 on 
ages 14 and 15. Following is the com- 
pany’s new schedule: 

Life and Endowment Policies 
Ages 14 to 17 inclusive $10,000 
(Fourteenth birthday actually passed) 





18 to 20 inclusive 20,000 
gE SO aa " 75,000 
. ey ~ 2a “ 100,000 

30 «50 a 150,000 

Se 56 - 100,000 
“ «56 and 57 80,000 
. Se oe 60,000 
* 6 © & 40,000 
“ 6 © 68 20,000 
Ga (65 10,000 


Five Year Convertible Term Policies 


Ages 20 to 24 inclusive $20,000 
ee ee ¢ 50,006 
‘Se 2 5a : 20,000 


Not more than $50,000 will be carried 
on a single life on different forms of 
Term policies. 

No policy for less than $1,000, or call- 
ing for a first premium payment of less 
than $5.00 will be issued. 


1924 To Be Biggest 
Production Year Yet 


NOVEMBER A _ LITTLE LOWER 


Slight Loss From Last Year for Month; 
Increases General Over All 
Parts of Country 








Sales of ordinary life insurance in the 
United States for November are $545,- 
252,000 or 1 per cent. lower than in No- 
vember of last year, according to figures 
just issued by the Life Insurance Sales 
Research Bureau of Hartford. In spite 
of the slight decrease, a further analysis 
of the situation seems to bear out the 
forecast of last month—that 1924 will 
be the biggest insurance year in the his- 
tory of life insurance. 

Of the nine geographical sections into 
which the country is divided, the West 
South Central group shows the greatest 
increase, 9 per cent. The New England, 
Middle Atlantic, West South Central 
and Pacific states also show increases 
for November, 1924, as compared to No- 
vember, 1923. The East North Central, 
West North Central, South Atlantic, 
East South Central and Mountain re 
flect the decrease shown in the United 
States total. The Bureau’s survey is 
based on the reports of 81 companies, 
which do 88 per cent. of the life insur 
ance business in the United States. 

For the first eleven months of 1924, 
sales for the United States as a whole 
are 6 per cent. in advance of those for 
the same period of last year. The 
Middle Atlantic and Pacific states lead 
with an increase of 12 and 10 per cent. 
respectively. The East South Central 
states are the only ones showing a de- 
crease for this period, while the West 
North Central maintains a record iden- 
tical to that of last year. 

For the 12 months ended November 
30, 1924, the gain for the United States 
as a whole is 7 per cent. over the similar 
period of a year earlier. In this com- 

























which includes: 


to Policyholders. 








Shortening 
the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 


An Agent’s Training Course—a complete and 
original course for new and old agents. 


A Prospect Bureau—that devops genuine dol- 
lars-and-cents prospects. 


Selling Helps— Advertisin 


pect and policyholder alike, holds business 
and creates good will. 


Policyholders Insurance Service—Embodying the 
ideals of true service to your client. 


Health Service of the Life Extension Institute 


Supplying you with such selling tools makes your 
success greater and more productive. For infor- 
mation concerning agency opportunities, address : 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 






material to pras- 














parison, the East South Central is the 
only group which shows a decrease. 
The Middle Atlantic and Pacific states 
increased their sales 11 per cent., the 
Pacific 10 per cent., the East North 
Central and Mountain 6 per cent., the 
West South Central and New England 
5 per cent., the South Atlantic 2 per cent. 
and the West North Central 1 per cent. 

Philadelphia leads the large cities with 
an increase of 13 per cent. for Novem- 
ber, 1924, as compared with November, 
1923. For the first 11 months of 1924, 
Detroit leads with an increase of 12 per 
cent. 





BOYD NOW GENERAL AGENT 





Succeeds Douglass & Boyd as Repre- 
sentative of Continental Life in New 
Jersey Territory 


Samuel A. Boyd has taken over the 
general agency of the Continental Life 
of St. Louis for New Jersey, succeeding 
Douglass & Boyd. The new agency will 
be known as the Samuel A. Boyd Gen- 
eral Agency with offices at 207 Market 
St., Newark. 

The Douglass & Boyd Agency started 
with the Continental Life the first part 
of 1924 and will close its first year with 
the company with $1,000,000 of paid for 
business. 

The reason for this showing is at- 
tributed mainly to the service this agency 
has rendered to brokers on surplus and 
substandard lines. 

Mr. Boyd states that the same standard 
of service and liberal underwriting prin- 
ciples will be continued under the new 
agency and owing to the increase in the 
amount of the company’s retention, that 
his office is equipped to handle very large 
lines. 

The company writes both participating 
and non-participating, age limits, 8 to 65, 
major surgical operation benefits, ex- 
changeable policies and educational en- 
dowment for children under 8 years. 
Women are insurable on any plan ex- 
cept term on regular life rates. 


NORTHWESTERN CHANGES 





L. M. Miller Becomes General Agent at 
Baltimore, Succeeding Downes & 
Miller, Resigned 


Downes & Miller, general agents at 
Baltimore, Md., of the Northwestern 
Mutual Life, of Milwaukee, Wis., will 
cease business December 31, 1924, due to 
the retirement of Joseph L. Downes. 
He will continue as a special agent of 
the company in Baltimore. Laurence 
M. Miller, junior member of the Downes 
& Miller firm, has been appointed gen- 
eral agent for the same field, com- 
mencing January 1, 1924. 

Another retirement is that of C. D. 
Van Vechten, of Cedar Rapids, Iowa, a 
general agent of the company. His re- 
tirement, which is due to advancing 
years, takes effect December 31. Ros- 
well H. Pickford, for several years a 
special agent in Milwaukee, has been ap- 
pointed by the company as a general 
agent for the same field, commencing 
January 1, 1925. 





DR. CHARLES S. EVANS DIES 





Traveller and Linguist; Twenty Years 
Connected With Union Central In 
New York 


Dr. Charles S. Evans, oldest medical 
examiner of the C. B. Knight Agency, 
general agents for the Union Central 
in New York City, died early last Fri- 
day morning at his home. The cause ot 
his death was given as myocarditis. 

Dr. Evans started his medical career 
in Cincinnati, Ohio, and upon his re- 
tirement from active practice in this city 
some years ago was regarded as one of 
its most prominent surgeons. He was 

world-wide traveller and well-known 
for his ability as a linguist. 

Dr. Evans was highly regarded and 
beloved by his associates and agents and 
his death comes as a distinct shock to 
them. He had been associated with the 


Union Central for the past twenty years, 
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Freedom of Time as 
Factor in Selling 


ADVANTAGES: SALESMEN HAVE 





Winslow Russell Discusses Right Use 
of Time and Makes Suggestions 
for Use of His Day 





Salesmen enjoy greater freedom for 
the profitable use of time than prac- 
tically any other vocation. Every day 
is a challenge to them to make the most 
of their time, says Winslow Russell, 
vice-president of the Phoenix Mutual 
Life ‘in discussing the dollar value of 
time in salesmanship in a pamphlet for 
the Y. M. C. A. course. Time is their 
capital, but unlike money it cannot be 


borrowed, accumulated or stored away 
for future use. The salesman’s time is 
used or misused as fast as the clock 
ticks the seconds and minutes off. To- 
day’s seconds and minutes may be used 
but once—today. 

Marshall Field heads his list of “The 
Twelve Most Important Things to Re- 
member” with “The Value of Time.” 
In the last analysis, selling time may 
be divided into two kinds, profitable 
and unprofitable. A group of about 
200 salesmen who co-operated in a study 
for the purpose of making their sales 
efforts more profitable, found that, col- 
lectively, they had, put forth 435,195 
selling efforts during a period of one 
year. Of these selling efforts, 217,657 
resulted only in calls, it being agreed 
that a call be defined as an unsuccessful 
attempt to secure an interview. In 217,- 
538 instances, their efforts to secure an 
interview were successful—an interview 
being defined as an actual presentation 
of a selling proposition—time spent in 
the presence of the buyer. Chartered, this 
division of their time between profitable 
and unprofitable effort would look as 
shown on page 2. 

It will be noted that about half of their 
total selling effort was time spent in an 
unsuccessful attempt to gain an audience. 
Many of these salesmen have been able 
through this co-operative study so to im- 
prove the planning of their efforts to gain 
an audience, that they average better than 
two interviews to one call instead of show- 
ing a waste of half their time. Salesmen 
will do well to watch this department of 
their work. Careful planning of the next 
day’s work at the end of each day, and 
judicious selection of the prospects to be 
interviewed goes a long way toward the 
solution of this time waste. 

That there is a direct relation between 
well planned interviews and sales is shown 
by a similar co-operative study made by 
this group of salesmen. Note how the 
high peaks in the red lines on the chart 
below conform. 

An increase in the aggregate number 
of interviews obtained was immediately re- 
flected in a corresponding increase in 
the number of sales. The most profitable 
months (September, March and June) 
were the months in which the greatest 
number of interviews were obtained. 

From this it will be seen that about 87% 
of their selling efforts were confined to 
the first, second and third interviews. A 
very small proportion of their time was in- 
vested in interviews after the third. A 
study of the sales showed that about 80% 
of these were made before the end of the 
third interview. 

Salesmen will do well to consider serious- 
ly a fresh start on a new prospect in 
preference to a fourth or fifth interview 
with a chronic procrastinator. Many pre- 
cious hours are undoubtedly wasted because 
of a mistake in choice as between a first 
interview and a fourth. 

“A Model Day” suggested by the man- 
ager of a large agency is composed of 
interviews as follows: 


Suggestions for “Success-full” Day 

8:00 A. M. to 9:00 A. M.—Look over 
the morning paper with an eye for pros- 
pects. Write down five names of possible 





Publicity Man Wanted 


To edit a live house organ, tell the 
truth attractively, write letters with a 
punch, lay out sales campaigns and do 
a miscellany of publicity work. Good 
opportunity for a young man of ideas 
and ambition to get a foothold with a 
large insurance company. 

Sell yourself in your letter. Give full 


“information as to who you are and what 
you have done. 


Address: Box 1014, 


The Eastern Underwriter 
86 Fulton Street New York, N. Y. F 














WANTED 


an agency supervisor by one of the 
oldest life insurance general agencies 
in New York City. Good salary to 
the right man. 


Address application with references 
in writing to: 


Box 1012 
The Eastern Underwriter 
86 Fulton Street 
New York, N. Y. 























prospects or suspects. Buiid the day’s 
program based on five interviews as de- 
scribed below. 
9:00 A. M. to 12:00 M.—Interview No. 1 
an 80% “favorable” prospect with extra 
good possibilities for closing. Interview 
No. 2—a brand-new prospect never inter- 


viewed before (first interview). Inter- 
view No. 3—an “age change” prospect. 
2:00 P. M. to 4:00 P. M.—Interview 


No. 4—first interview with brand-new 
prospect. Interview No. 5—a policyholder 
for additional insurance. 

4:30 P. M.—Review the day’s work. 
Make out reports. 

If the aim is for five interviews, the 
average will be at least three, whereas 
without any aim there may not be even 
two. 

It will be noted that this “menu” provides 
for at least two first interviews each day. 

There is no mathematical formula for 
success in this business or in any other. 
It is not the intention in this chapter even 
to suggest an exact science in the control 
of selling time or effort. There is, how- 
ever, a growing belief among salesmen 
that the greatest success is enjoyed by 
those who have mastered the art of utiliz- 
ing time values. Naturally, the test of any 
effort on the part of a salesman to im- 
prove time values is a measurement of 
the comparative value of his interviews 
expressed in commissions. 

A salesman who has kept a careful 
record of his selling efforts for the pur- 
pose of improving time values, has the 
following record: 


Average Commission 


Year Value of Interviews 
Lis EER ero 

DMEEs casos eee unos 5.57 

DOES meaaureeuaans 9.50 


In conclusion it is recommended that 
three factors dealing with the study of 
time values be given careful consideration 
in any undertaking to substitute profitable 
for unprofitable time. 

First: Careful division of time between 


interviews and calls with interview time 
showing ratio of at least 2 to 1 to call 
time. 

Second: Increase the time spent in the 
presence of the buyer—increased inter- 
views mean increased commissions. 

Third: Judicious choice of first inter- 
views and a minimum of interviews after 
the third. 


Result: Carefully planned days and in- 
creased time values. 

“The right use of time is the price of 
every earthly accomplishment and reward.” 


N. Y. U. COURSE GRADUATES 
Life Insurance Cunieatinn Class Listen 
to Addresses by Lovelace 
and Wuerth 


Fifty students in the life insurance 
course at New York University were 
graduated last Saturday. Addresses 
were given by Dr. Griffin M. Lovelace, 
director of the course, and G. C. Wuerth, 
of the Northwestern Mutual Life, who 
spoke on the benefits to be derived from 
membership in the various life under- 
writers’ associations. Charles J. Zim- 
merman, executive secretary of the Life 
Underwriters’ Association of New York, 
was present at the exercises and received 
‘plications for membership from the 
graduates who intend to work in_ this 
vicinity. 

Among the subiects of instruction 
taken up during the eleven weeks of 
this course are, the functions and uses 
of life insurance, a study of specific 
needs for life insurance, showing the 
many different ways in which life insur- 
ance can be used to help men and 
women carry out their plans in life. It 
also covers the technique or practical 
methods of selling life insurance and 
the principles of salesmanship as applied 
to selling life insurance. 

The next term will begin January 5 for 
the regular period of eleven weeks. 





managements 


THE MUTUAL 





ONE IDEAL 


With the Mutual Benefit successive 
have 
principle of mutuality, being domi- 
nated by one ideal—that conveyed by 
the name of the Company. 


INSURANCE COMPANY 


Organized 1845 


NEWARK, NEW JERSEY 


adhered to the 


BENEFIT LIFE 








Metropolitan Clears 
Up Pittsburgh L. & T. 


DIVIDENDS SETTLE ACCOUNTS 





Now On ‘Same Baste as Metropolitan 
Policyholders; Makes Big Dividend 
Disbursements 





Special dividends amounting to $2,- 
100,000 have been apportioned by the 
Metropolitan Life in favor of the policy- 
holders of the old Pittsburgh Life & 
Trust, the business of which was taken 
over by the Metropolitan Life several 
years ago, the payment of which wipes 
out all the liens on the policies and 
places these policyholders on the same 
basis as the Metropolitan policyholders, 
The Pittsburgh Life accounts have been 
kept separate heretofore. 

President Haley Fiske announced that 
dividends amounting to $34,500,000 would 
be paid next year. Of this amount, said 
Mr. Fiske, there was apportioned at a 
meeting of the board of directors this 
week $12,779,000 for the industrial de- 
partment and in addition to the $7,000,- 
000 already declared in the ordinary de- 
partment, payable next year, the di- 
rectors yesterday set aside $2,600,000 as 
dividends and $12,700,000 for a reserve to 
cover dividends which will be passed on 
at the next meeting. 

“One of the most interesting features 
of the dividends in the ordinary depart- 
ment is the sum of $2,100,000 to wipe 
out all the liens placed on policies of the 
Pittsburgh Life Company, which the 
Metropolitan assumed a few years ago, 
and returning in cash to policyholders 
who paid cash rather than agree to liens 
at the time of the assumption, and re- 
storing full value to holders of matured 
endowments and annuities in the Pitts- 
burgh Life,” said Mr. Fiske. 

“On industrial policies there is an in- 
crease of dividends over last year of 
$2,000,000, being an increase of from 10 
to 60 per cent on certain policies as com- 
pared with last year, and amounting to 
premiums of from four to twenty-six 
weeks. It is assumed that the increase 
of dividends on ordinary policies as com- 
pared with last year will amount to 
about 20 per cent. 

“The payments made to the holders of 
the old Pittsburgh Life policies will place 
them on the same basis as the holders 
of policies originally issued by the 
Metropolitan and will mark the final 
clearing up of the situation created by 
the impairment in 1917 of the reserves 
of the Pittsburgh company. The Metro- 
politan at that time, acting upon the re- 
quest of the Pennsylvania authorities, 
assumed the policies of the Pittsburgh 
Life, subject to a lien upon their cash 
or surrender value equivalent to the 27% 
per cent impairment of reserve. 

“The total amount of Pittsburgh Life 
policies in force at that time was $118,- 
000,000 distributed among approximately 
30,000 holders. Endowments or annuities 
maturing meanwhile have been paid sub- 
ject to the lien, except where this has 
been offset by cash payments by the in- 
sured. The action taken by the board 
means that checks to the amount of the 
lien are now going forward to several 
hundred beneficiaries of matured policies. 
Several million policyholders will par- 
ticipate in the larger dividends to be paid 
by the company in 1925.” 





HOLDS XMAS EXERCISES 


The Christmas exercises by Metropoli- 
tan Life employes were held on Wed- 
nesday in the rotunda of the home office 
building. President Haley Fiske and 
Bishop William T. Manning were the 
principal speakers. A feature of the 
exercises were the Christmas carols ren- 
dered by the Women’s Choral Society 
and the Men’s Glee Club of the company. 





The Great Southern Life of Houston, 
Texas, is sending an attractive wal 
calendar to its policyholders with a let- 
ter from President E. P. Greenwood. 
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Be Gross Income 
REVERSES PREVIOUS DECISION 





Internal Revenue Bureau Gives Opinion 
In Conflict With Other Decisions 
On Subject 





A decision just made by the Internal 
Revenue Bureau as to the deductibility 
of annuities from income tax reverses 
previous decisions on this subject. This 
decision holds that payments of an an- 
nuity are gross income of the annuitant. 
The decision is summarized in the fol- 
lowing : 

An annuity is a stated sum payable 
periodically at stated times during life, 
or a specified number of years, under an 
obligation to make the payments in con- 
sideration of a gross sum paid for such 
obligation. 

The payments of an annuity are gross 
income of the annuitant excepting only 
such part as may be excluded specifically 
by law from gross income. 

The entire amounts received as an an- 
nuity by a donee beneficiary under a 
matured endowment insurance policy on 
the life of another who survives the 
maturity of the policy are gross income 
of such beneficiary. In determining the 
net income of such beneficiary there is 
no deduction for the shrinkage in value 
of the right to the annuity, nor is there 
any deduction incidental to such right or 
to the payments received by virtue of 
such right. 

Office Decision 170 (C. B. 1, 76), Of- 
fice Decision 1108 (C. B. 5, 92), and all 
other previous rulings in conflict with 
this opinion are revoked. 


The opinion of this office has been re- 
quested upon the question whether the 
payments received by A as the bene- 
ficiary of a matured endowment insur- 
ance policy issued by the M Life In- 
surance Co. upon the life of B are tax- 
able income. 

The M Life Insurance Co. issued on 
May —, 1914, a 10-year endowment policy 
on the life of B in consideration of the 
payment of a single premium of 302x 
dollars. Subsequently B paid the com- 
pany a total of 43x dollars more, in con- 
sideration of which the company agreed 
to mature the policy at the end of 6 
years. The policy provided that if it 
should become payable either as an en- 
dowment or by the death of the insured, 
the proceeds would be paid to the 
annuitant. 

How Income Is Defined 

Finally, the intention of Congress as to 
the inclusion of annuities within the term 
“income,” as evidence of the meaning of 
the word, may be gathered from three 
sections of the 1918, 1921, and 1924 Acts. 
The first of these is section 213(b)2, 
quoted above, whereby amounts received 
by an insured as a return of premiums 
paid by him under an annuity contract 
are exempted from gross income. The 
sixteenth amendment, as is well settled, 
gives Congress the power to lay a tax 
only upon incomes; and the Revenue 
Acts purport to lay such a tax. It will 
be noted that the exemption quoted does 
not apply to all annuities, but only to 
parts of the payments under certain 
specified ones. The inference is, then, 
that Congress considered payments to an 
annuitant ordinarily to be income. For 
the exemption would have been unneces- 
sary if to tax such payments would have 
been to tax capital, since a tax on capital 
is not authorized under the sixteenth 
amendment. 

Section 256 indicates that Congress re- 
garded the term “income” as including 
annuities among other taxable receipts. 
An administrative provision in the regu- 
lations is designed to carry out the 
statutory exemption which is granted by 
Section 213(b)2 to amounts received by 
an insured as a return of premiums un- 
der annuity contracts. It does not, then, 


affect the conclusion that Congress re- 
garded annuities as constituting taxable 
income (subject only to this exception) 
as evidenced by the specific inclusion of 











Massachusetts Mutual. 


to any real worker in the field. 





A Company With Friends Everywhere 

The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 


Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 




















annuities in Sections 221 and 256 where 
Congress catalogued various kinds of in- 
comes. 

To summarize, it appears that the best- 
known existing income tax statutes at the 
time the sixteenth amendment was 
adopted had been taxing annuities as in- 
come for a long time. The judicial 
definitions of income are broad enough 
to include annuities for as indicated by 
the definitions of annuities, their very 
nature involves a periodicity of payments 
separated from any capital. Again, Con- 
gress in these sections of the Revenue 
Acts in which it listed some of the kinds 
of receipts which labeled income, in each 
case specified annuities. Finally, it is ex- 
tremely likely that the average layman 
or even the recipient of an annuity con- 
siders it as income to be used for cur- 
rent expenditures rather than to be 
heaped up to replace some capital assets. 
The conclusion is, therefore, that the 
payments of an annuity are gross income 
of the annuitant excepting only such 
part as may be excluded specificially by 
law from gross income. 


As Affected by Deducted 


It remains to be considered whether 
the law specifically grants any ex- 
emptions or deductions in respect to an 
annuity of the kind here under con- 
sideration. Clearly, the monthly pay- 
ments are not exempted under Section 
213(b)1 for the insured, B, survived the 
maturity of the policy and the payments 
are made not upon the death of the in- 
sured but upon maturity of the contract 
of endowment contained in the policy. 
Nor are they exempted under Section 
213(b)2. The exemption there is of the 
amount received by the insured as a re- 
turn of premiums. A the taxpayer here, 
is not the insured, but is the beneficiary, 
as the policy shows, and the amounts he 
receives are not a return of premiums, 
for he has never paid any premiums. 
Finally, no part of the monthly payments 
is exempt under Section 213(b)3 as “the 
value of property acquired by gift.” 
There was no gift of the monthly pay- 


ments, for these were and are made by 
the insurance company to the son, in re- 
turn for a valuable consideration re- 
ceived by the company. The company is 
making no gift of these payments; it is 
under a binding contract to make them. 
So far as there was any gift, it was of the 
right to receive the monthly payments, 
acquired by the son as a donee bene- 
ficiary of the insurance contract. That 
the donee of a mere right to receive in- 
come is subject to tax upon the full 
amount of the income payments subse- 
quently received pursuant to such right 
was expressly recognized by Congress in 
the enactment of the Revenue Acts un- 
der consideration. Section 219(d), 
Revenue Acts of 1918 and 1921; Section 
219 (b) 2 and 3, Revenue Act of 1924; 
Section 215 (b), Revenue Acts of 1921 
and 1924. Also, the same principle is 
embodied in article 47, Regulations 45 and 
62, wherein it is stated: 

An annuity charged upon devised land 
is income taxable to the annuitant, 
whether paid by the devisee out of the 
rents of the land or from other sources. 

The law grants no exemptions in re- 
spect to annuity payments to the donee 
beneficiary of the right to receive an an- 
nuity, and the entire amounts of such 
payments are, therefore, gross income of 
the beneficiary. 

It is, then, necessary to consider 
whether any deduction is provided by law 
in respect of the annuity payments. 
None of the deductions contained in 
Section 214 seem to apply. Certain al- 
lowances for exhaustion are permitted 
by Section 214(a)8, but these expressly 
apply to property used in trade or busi- 
ness. It can scarcely be said that the 
beneficiary of this contract is engaged 
in any trade or business with reference 
to the principal fund which the father 
paid to the insurance company or to the 
payments made under the contract of 
insurance. The force of this conclusion 
is strengthened by the provisions of Sec- 
tion 215(b) of the Revenue Acts of 
1921 and 1924. The deduction for shrink- 
age of the principal fund there referred 
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have matured. 





Provident Mutual 


Life Insurance Company of Philadelphia 





cent of 
Provident Mutual is upon the lives of old policyholders 

who not only, evidence their satisfaction by insuring their own 

lives, but by recommending the Company to their friends. 


SPECIALLY valuable to the agents of the Provident Mutual 
E is the active good will of those whose Old Age Endowments 
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the new business of the 








to would be claimed, of course, by virtue 
of the contention that each monthly pay- 
ment contains a part of the original sum 
paid for the contract as well as inter- 
est; hence that the principal sum is wast- 
ing or shrinking to this’ extent. The 
total deduction claimed, then, would be 
the amount of this original cost of value 
of the annuity. Section 215(b) of the 
Revenue Acts of 1921 and 1924 specifically 
forbids any such deduction. This pro- 
vision appears to be a legislative recog- 
nition of the intent of the prior law, 
which does not authorize this deduction, 
although it does not forbid it expressly. 

In the opinion of this office, the en- 
tire amounts of the payments received 
by A as the beneficiary of the matured 
endowment insurance policy isgued on 
May —, 1914, by the M Lite Insurance 
Co. upon the life of B are gross income 
to the said A, and that in determining 
his net income no deduction is to be 
made for the shrinkage in value of the 
right to the annuity, nor is there any 
deduction incidental to such right or to 
pe payments received by virtue of such 
right. 





NEW BUSINESS POLICIES 





Home Life of New York Successful 
With Contracts Especially De- 
signed ‘for Business Uses 


The Home Life of New York is ex- 
periencing very favorable results from 
its new line of business policies, particu- 
larly its “three year term and ordinary 
life combination,” which is in effect a 
form of the much discussed half rate or 
modified life policy. 

This policy was originally issued dur- 
ing the war as the “Liberty Policy” and 
was well liked because it enabled policy- 
holders to invest in Liberty bonds and 
insurance at the same time. It includes 
all disability and accident benefits to 
the full limit with three month’s disabil- 
ity considered permanent. 

In the new corporation form of the 
ordinary life policy, where the corpora- 
tion or partnership will pay the prem- 
iums, it is accordingly provided that they 
shall exercise all the rights and privileges 
of ownership without consent of the per- 
son whose life is insured. 

These business forms also contain a 
special clause entitled “privilege of 
change to personal beneficiary,” which 
provides for transfer of the insurance by 
assignment to the personal form, writ- 
ten in favor of such beneficiary as the 
insured may designate. All the settle- 
ment options (except the one which pro- 
vides for the payment of the proceeds in 
equal instalments at stated intervals for 
a designated period) are eliminated as 
being unnecessary where a corporation 
or partnership is entitled to the proceeds. 





HONOR J. ELLIOTT HALL 


The J. Elliott Hall Agency of the Penn 
Mutual Life Insurance Company are 
celebrating J. Elliott Hall month during 
December. An effort is being made to 
roll up a record volume of business as a 
tribute to Mr. Hall. D. B. Adler, man- 
ager of the agency and A. P. Uihlein, 
assistant manager, have carried out an 
elaborate plan for arousing the agents to 
a record-breaking pace. 

The agency rooms have been dec- 
orated with vivid posters with pictures 
of Mr. Hall and slogans and mottoes. 
Some of these are as follows: 

“An occasion for a tribute—Say it 
with business,” “The man who discov- 
ered the MON in MONTHLY income,” 
“Give your ‘life’ to him,” “The General 
Agent with the viewpoint of an agent,” 
“If you like him or you love him, tell 
him now, for he can not read his tomb- 
stone when he’s dead.” 

In the lobby is a big thermometer 
where the red mercury climbs daily 
keeping track of the reported business. 
The mercury has been climbing in direct 
ratio to the time to run and the length 
of the column. At the middle of the 
month the column was half full, at 
$1,000,000. This means the agency is 
trying to break $2,000,000 which would 
set a record for the agency. 
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Did Publicity Kill It? 
(Continued from page 1) 
and figured a way to meet the competition 
of the “modified life” policy. Any agent 
who meets a “modified life’ form in com- 
petition now is equipped to make an ex- 
planation of the difference between the 
so-called “half-rate’ policy and a regular 
term convertible at the end of five years. 
If the prospect wants the new policy 
they are prepared to give it to him. With 
everyone thoroughly posted and the name 
“hali-rate” taboo, everything is back where 

it started, they say. 
How Competition Is Met 

Iiere, for instance, is the way the State 
Mutual Life is meeting the situation, In 
special instructions to its agents on meet- 
ing this Competition the company Says: 

“Looking over the latest of such policies 
to appear it will be noted that this contract 
has no guaranteed values at the end of 
the third, fourth, and fifth years at the 
younger ages, and that the values at the 
end of the same years at the older ages 
are comparatively small. 

“From this circumstance one would im- 
mediately think of our five year term pol- 
icy exchanged to Ordinary Life at the at- 
tained age at the end of the five year 
period. it will be seen that the five year 
term rate at the younger ages is about 
one half the life rate at the advanced age. 
As the age advances the life rate runs 
more than twice the term rate, and at the 
highest age is nearly three times the term 
rate. Hence it will be seen that the half 
premium policy is about the equivalent 
of our five year term policy changed to 
ordinary life at the end of the five year 
period at the advanced age. 

“Comparing net costs, it will be found 
our net cost at the younger age is less 
than that under the half premium plan and 
at the highest ages our net costs on sur- 
render are less than the half premium pol- 
icy. 

“Advantage of half premium plan are: 
Term insurance at a low cost furnished for 
live years followed by the permanent form 
of insurance all on one contract and hence 
no need of keeping after policyholder, 
urging change as required under term in- 
surance. 

“Disadvantage of half premium plan 
are:—There would be a tendency to sell 
the insurance on the basis of the low rate 
possibly over-insuring the policyholder. 
Chere will therefore probably be just as 
great a lapse rate on this form of policy 
as under straight five year term insurance. 

“Advantage of five year term exchanged 
to ordinary life are:—The agent has at 
least ten times during the life of the term 
policy to urge change to the permanent 
form of insurance, 7,c., on the policy anni- 
versaries and at dates of age changes.” 


The American Central 


Another company, the American Cen- 
tral of Indianapolis, has notified its repre- 
sentatives that if they have need for the 
“half-rate” type of policy, it will endorse 
upon its regular five year term contract an 
agreement to convert it at the end of the 
term to another contract, its commercial 
form. This arrangement would practically 
duplicate the “half-rate”’ plan as to the 
rates paid for the first five years and there 
after. 

It is the opinion among the general 
agents and managers that no agent need 
lose a case in competition with the “modi- 
fied life” policy. They claim that an ex- 
planation of the make-up the form will 
be sufficient to make clear the difference 
between it and regular convertible term. 
The first five years of the “modified life” 
the rate is just a little more than for a 
regular term policy. After the fifth year 
the attained age rate is less than regular 
by the amount if excess that had been 
paid in the first five years. This difference 
of about fifty cents a thousand is not con- 
sidered, by those not having the “modified 
life,” as very stiff competition. It all 
amounts to the same thing in the end, they 
say, with the name banned by the insurance 
commissioners, the biggest advantage in 
the policy is gone. 


Negro Company a 


Success in North 


LIBERTY LIFE OF CHICAGO 


Been Writing Business Four Years; In- 
vests in Property Owned by 
Chicago Negroes 





The ceremonies attending the opening 
of a new annex to the home office build- 
ing of the Liberty Life of Chicago, a 
company officered by Negroes and de- 
voted to insuring Negroes, calls attention 
to the growth of this company. Organ- 
ized in 1919 by Frank L. Gillespie, a 
Negro who was formerly a member of 
the agency staff of the Royal Life, it 
had insurance in force at the close of 
last year of $4,306,000 and is credited 
with having about $6,000,000 at the pres- 
ent time. 


The company operates in_ Illinois, ° 


Kentucky, Michigan and Missouri. 

This is the only Negro life insurance 
company in the north. It was in 1919 
that Mr. Gillespie conceived the idea of 
a Negro company in Chicago and started 
out to raise the $100,000 required as a 
deposit by the Illinois laws. He had 
completed his plans and was ready to 
start in 1921 when the first business was 
written. 

At the end of last year the Liberty 
Life of Chicago had total assets of 
$358,000. The paid in capital is $150,000. 
The stock is $10 a share and the com- 
pany recently increased its capital stock 
from $100,000 to $150,000 the stock being 
sold at $50, providing in addition to the 
new capital, a surplus of $150,000. A 
feature of the company’s investment 
policy is to loan on first mortgages on 
Chicago real estate that is owned by 
Negroes. The company owns its own 
home office building and gives employ- 
ment to about six hundred men and 
women in its different offices. 


PITTSBURGH GRADUATES 
The Fall Class of the Division of Life 
Insurance Salesmanship of the Uni- 
versity of Pittsburgh was graduated De 
cember 19, being the sixteenth class held 
at the parent school of Life Insurance 
Salesmanship. The students at this term 
came from every section of the United 
States which reflects the national nature 
of the service of this famous school. 
The next class is now being enrolled 
and will begin January 14. Information 
concerning it can be had by addressing 
Director Chas. J. Rockwell, 906 Chamber 
of Commerce Building, Pittsburgh, Pa. 








HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during 


Ot RS RINE. ncccdasecsexs $7,686,855 
Payments te Polieyholders 

and their Beneficiaries in 

Death Claims, Eadow- 

ments, Dividends, ete...... 5,871,544 
Increase in Assets.......... 2,401,507 


Actual Mortality 56% of the 
amount expeeted. 


Insurance im Force.......... 247,373,210 
Admitted Assets 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 
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Increase 


Your Sales 
and Profits 


Investigation will prove to you that 
Accident Insurance is for the sales- 
man what the storekeeper would call 
a quick turnover article. It sells quick- 
ly and the sales resistance is usually 
low. The business renews readily and 
pays the same renewal as initial com- 


mission. 


Accident Insurance is an 


Interview-getter: 


Everyone needs it. 
Everyone can afford it. 


Everyone is heir to accidental 


injury. 


Everyone knows accidents are on 


the increase. 


More Business—that’s 


what you want 


Our standard and special contracts 
will convince you that the answer 
to your problem is found in: The 
writing of Accident Insurance. 





If your company does not handle Accident 
Insurance, write us for complete information. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 
HOME OFFICE, ST. LOUIS 


LIFE — ACCIDENT — HEALTH 
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Issues Funeral 
Benefits To Groups 


NOT UNDER LODGE SYSTEM 





In Suit to Recover Federal Taxes West- 
ern Funeral Benefit Is Held Not 


Exempt From Tax 





Some interesting facts about the op- 
eration of the Western Funeral Benefit 
Association in a suit brought by that 
order against the Internal Revenue De- 
partment for recovery of taxes. The 
concern’s main business is issuing insur- 
ance certificates to members of fraternal 
organizations. But it goes further than 
this and insures any group organization 
where there is a secretary whose duty it 
is under the arrangement to collect the 
premiums from members. For instance, 
among the groups so insured by the 
concern are the South Hills Republican 
Club, the Shrewsbury Park Association, 
Yale Loop Association, Progressive Cis- 
Oceanics and others as diverse in their 
interests. 

The Western Funeral Benefit Associa- 
tion sought relief from the Federal tax 
on the grounds that it was a fraternal 
benefit order operating on the lodge 
system as defined in the exemption clause 
in the statute. The Federal Government 
described the concern’s method of doing 
business as follows: 

It circularized the officials of lodges and 
organizations whose secretary would fur- 
nish the plaintiff with the names and 
other information concerning members of 
the organization who desired a policy or 
certificate in the plaintiff association. 
Thereupon, the policies would be issued 
and delivered to the secretary of the 
lodge, who in turn would deliver them 
to the individual members of the lodge 
who had requested such insurance. The 
secretary of the local lodge collected all 
duties or assessments and remitted the 
same to the plaintiff. The insurance re- 
mained in force as long as the holder of 
the certificate was in good standing in 
his local lodge or organization and ceased 
when that status ceased. Each of the 
policies provided a death benefit in the 
sum of $250, payable to the beneficiary 
named by the policyholder. 

In the period from March 1, 1919, to 
December 31, 1920, approximately 106 
local organizations were affiliated with 
the plaintiff, and the number of out- 
standing policies was about 77,000. The 
sources of income derived by plaintiff 
were the monthly assessments of the 
holders of the benefit certificates, to- 
gether with an enrollment fee of 50 cents 
per member, and a charge of 5 cents per 
member for reinstatement. From the 
fund thus created death benefits were 
paid. 

It seems to have been fairly well dis- 
closed that plaintiff accepted business 
from organizations who chose to adopt 
its plan without any particular inquiry 
into the nature of the organization or the 
manner in which they carried on their 
business. It is contended that the policy- 
holders of plaintiff, who are not mem- 
bers of duly constituted lodges, are so 
insignificant that that fact ought not to 
affect the situation in view of the general 
nature of plaintiff's business. This prob- 
ably is true, but the plaintiff is claiming 
an exemption from taxation and in doing 
so asserts that it comes within the ex- 
emption clause of a certain statute. It 
does not seem to be asking too much of 
it that it fairly, if not strictly, bring itself 
within the terms of the statute. The 
rule by which we are to be governed, as 
above stated, required of the plaintiff a 
strict degree of proof in order to estab- 
lish its exemption. It seems that it has 
not brought itself within the statute 
even if we only require a reasonably and 
fairly exact degree of proof. 

It follows, therefore, that the judg- 
ment must be for the defendant on both 
counts of the petition. 


HOTEL WORKERS INSURED 





Boomer-du Pont Employees Protected 
in Connecticut General 


Employes of the Boomer-du Pont 
group of hotels and restaurants, which 
includes the Waldorf-Astoria, Bellevue- 
Stratford, New Willard, the Savarin 
restaurants, Louis Sherry and other en- 
terprises, are insured under a group 
policy by Goulden, Cook & Gudeon, New 
York managers of the Connecticut Gen- 
eral Life, through Geery, Guthrie & 
Co., Inc., and J. A. Montgomery. The 
plan includes not only life insurance but 
protection against non-occupational ac- 
cidents and sickness, which are not cov- 
ered by the Workmen’s Compensation 
law. It further provides for a pension 
at the age of sixty-five, which auto- 
matically accrues to them whether or not 
they are physically qualified for further 
service. 

The plan, which was arranged through 
L. M. Bloomer, president, will provide 
insurance for about 5,000 employes. They 
will have a weekly accident and health 
indemnity for twenty-six weeks, begin- 
ning on the eighth day of disability. The 
group life policy is arranged so that a 
pension may be obtained by the em- 
ployes at age sixty-five at the rate of 
$10 a month for every $1,000 of insurance 
carried, and in the event of disability 
prior to the pension age an income of 
$10 per month for life is provided for 
every $1,000 of insurance, with no further 
premiums to be paid. Disability for six 
months will be considered permanent 


and total, with the full amount of the 
policy payable at death without deduc- 
tion. The policy carries a cash surrender 
value after two years. The amount of 
insurance, pension and monthly income 
in the event of disability will increase 
with each year of employment. The 
policy will allow the employes to take 
advantage of the Cennecticut General’s 
plan of conversion into other forms of 
insurance, and it will be presented to 
them at Christmas. 





OPENS UP VIRGINIA 


License to do business in Virginia has 
been granted the Conservative Life of 
Wheeling, W. Va. Principal office will 
be located at Seaford, in charge of 
Oscar F. Hornsby. The company will 
write life, health and accident lines. 

The Kansas City Life has also been 
admitted to Virginia. 





WRITES RICHMOND GROUP 


The Sun Life of Canada has written 
a group policy covering officers and em- 
ployees of the Bank of Commerce and 
Trusts, Richmond. Approximately 
twenty-five persons are covered under 
the policy which was placed through 
Neil D. Sills, manager at Richmond for 
the Sun Life. 





GENERAL AGENT AT RUTLAND 

Robert T. Watkins has been appointed 
general agent of the United Life and 
Accident, to represent the company at 
Rutland, Vermont. 








know that 


time of the year. 


gasoline engines. 


are closed. 


life. 
sure 


ample ventilation. 


as ours. 


Over Sixty Years in 
Business. Now In- 
suring Over Two 
Billion Dollars in 
Policies on 3,500,000 
Lives, 


CARBON MONOXIDE GAS 


Is there a duty for insurance men? 


You and we, as fellow underwriters, 
CARBON MONOXIDE 
GAS is a frequent cause of fatalities. 
We are reminded of it especially at this 


This gas is a product of combustion 
from either stationary or automotive 
It is invisible, odor- 
less, tasteless, and non-irritant. 
hale a seemingly negligible quantity 
means almost immediate loss of life. 

Knowing this, it is clearly our duty to 
warn the owners of cars not to run their 
engines when garage doors or windows 


Join us in this work of safeguarding 
Tell every insured that the only 


protection against CARBON 
MONOXIDE GAS is fresh air and 


This is a duty, and it is yours as well 


This appeal is for the furtherance of the CARBON MONOXIDE 
WARNING, verbally or otherwise, to the General Public. 





Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


To in- 


- . aid 




















Aetna Life Adopts 
Loose Leaf Rate Book 


MAKE REDUCTION IN RATES 





Monthly Premium and Short Term Are 
Among Those Affected; Has New 
Disability Clause 





The 1925 rate manual of the tna Life 
issued in a new lose-leaf form and con- 
taining certain rate reductions and liber- 
alizations, is now going forward to all 
agents and managers in the field. Ac- 
companying the manual is a letter from 
Agency Secretary K. A. Luther, wherein 
he explains the various changes, both in 
the policy contracts and in the form of 
the rate-book itself. 

The most important changes in the 
new manual have to do with a reduction 
in monthly premiums, a reduction in 
short term premiums, a provision to 
write short term insurance up to age 
seventy, and the inclusion of rates for a 
new disability clause to be known as 
“Disability 4.” Explaining this latter 
feature, Mr. Luther’s letter says: 

“The company’s disability form No. 1, 
providing for the surrender of the policy 
in exchange for a supplementary con- 
tract under which one-twentieth of the 
sum insured is paid for twenty years 
certain, is discontinued. It is replaced 
by a ‘waiver’ of premium clause for total 
and permanent disability occurring after 
age sixty. The premiums for policies 
with the new disability clause are lower 
than for policies with the old disability 
Clause No. 1. 

“The inclusion of such liberal interpre- 
tation of total and permanent disability 
in Attna contracts makes this very at- 
tractive from the policyholders’ stand- 
point, as it gives him the satisfaction of 
knowing that should he become totally 
disabled from any cause for longer than 
ninety days, not only will the premiums 
be waived, but a definite income will be 
guaranteed to him.” 

A significant change also is made in 
the wording of Permanent and Total 
Disability Clause No. 3. This change 
provides for a more liberal practice in 
the settlement of claims, described as 
follows by Mr. Luther: 

“It is realized that it is not always 
possible for the insured to submit im- 
mediately proofs of disability, and par- 
ticularly attention is called to the fact 
that it has been provided that after total 
disability has lasted ninety days, the 
company will pay benefits from the ex- 
piration of that time—at which time the 
disability is presumed to be permanent 
—even though proof is not immediately 
submitted. The only limitation is that 
if there is a delay in submitting proof, 
the company will not pay back benefits 
for more than six months. If total dis- 
ability occurs and proof is submitted 
within three months that it is permanent, 
then benefits will be dated back to the 
occurrence of disability.” 

The rate-book itself is unique in that 
it will enable agents to keep all their 
data between the two covers, and elim- 
inate the inconvenience of handling sep- 
arate rate pamphlets between issues. In 
the future when new rates or new plans 
are added, they will be issued in forms 
to fit the loose-leaf cover, and will be 
clearly marked for easy insertion. An- 
other advantage is that agents will be en- 
abled to carry either a complete book, or 
only such portions as he cares to use on 
certain occasions. 





HART & EUBANK XMAS PARTY 


The first annual Christmas party of 
Hart & Eubank, general agents for the 
Aetna Life in Greater New York, was 
held Thursday, December 18, in the 
Colonial room of the McAlpin Hotel. 
It was attended by over two hundred 
employes and agents of the organization. 
Informal talks, dancing a lucky number 
contest, as well as a quartet and violin 
solo, made the evening a very enjoyable 
one. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















The greatest prob 


Working lem of all is usually 
It Into the found in connection 
Program with your prospect’s 


present life insur- 
ance, points out the Missouri State Life. 
The skilled program builder weaves this 
insurance into the plan which the client 
adopts. The agent must be familiar 
with the different types of agreements 
which his own and other companies are 
willing to adopt. In addition, he must 
be able to understand both the options 
and the forms required for executing 
different agreements. 

When the prospect has too much 
existing insurance for clean up purposes, 
it is often necessary to use the policies 
of one company for furnishing a lump 
sum, while other policies are changed 
to an income basis. A knowledge of the 
rate of interest allowed on trust funds 
by different companies is necessary to 
do this intelligently. 

While 
above 
process, 
time 


it may appear that getting the 
information is a long drawn out 
it is needless to say that it is 
well spent. A few hours’ study a 
week under the manager’s direction 
should result in increased ability and 
better production. 


* * * 


Overcoming _ sales 


Meeting resistance is the big 
the Sales problem. It’s what 
Resistance makes salesmanship 


a highly paid _ pro- 
fession, says Western and Southern 
“Field News.” In the life insurance 


resistance 
because what we 


business we encounter sales 
in a pronounced degree, 


have to offer is more or less invisible 
and intangible. We appeal to senti- 
ment, thoughtfulness for others, duty, 


do not cater to 
creature comfort or 


unselfishness, etc. We 
immediate profit, 
entertainment. 

If a man needs an overcoat, it’s not 
hard to persuade him to buy it on a cold 
day; the hungry man doesn’t have to be 
solicited to buy a meal; the desire for 
creature comfort sells these things. Sight 
sells ladies’ finery, because pretty things 
appeal to the eye and cater to the love 
of adornment. 

Sales resistance is lowered when the 
senses are appealed to. Take the ear 
for instance. The saleslady in the toy 
department turns the doll over to make 


it say “Ma-m-a-a”; the little girl reaches 
for it and the sale is made. 

Sight and hearing help the cash reg- 
ister salesman. Cash registers are at- 


tractively built. The salesman presses a 
key, “Bing” and out comes a drawer; 
it’s a money drawer, the storekeeper 
visualizes a drawer full of money. 
Another “‘bing”’; out comes another 
drawer; same reaction on the store- 
keeper. Every time he hears the “bing” 
he associates it with money, sales, profits. 

The desire for possession is easily 
created in some lines, but it takes a dif- 
ferent degree of salesmanship to create 
a desire for life insurance. You can't 
‘get a “Bing’’ out of an application ; it 
doesn’t appeal to the eye; it doesn’t pro- 
vide food or warmth, at least not right 
then; it simply assures these things, for 
the prospect or for others, in the event 
of certain contingencies which, although 
inevitable, may be remote. 

It is not to be denied, therefore, that 
the life insurance salesman is forced to 
get along without the aid of the things 
that appeal to immediate comfort, pleas 
ure or profit, and which consequently 
lower sales resistance, but— 

It is not from the prospect that the 
life insurance solicitor meets the strong- 
est sales resistance; it’s from within him- 
self. Hanging around the office instead 


of getting out on the job is sales resist- 
ance. Looking up transfers and _ re- 
movals during the time that should be 
spent in straight canvassing, that’s sales 
resistance. Starting out to see a pros- 
pect and getting cold feet before you 
get there; being easily turned down by 
a prospect’s first rebuff; quitting in mid- 
afternoon; staying home after supper 
when you have prospects to see; kidding 
yourself into believing that everybody is 
insured; listening to those who try to 
tell you that there’s nothing in the busi- 
ness; waiting until things pick up; wait- 
ing for the weather to moderate; failure 
to study life insurance literature and to 
keep posted on the business; failure to 
use the company’s pamphlets; neglecting 
opportunities to talk life insurance to 
people because you want to get through 
and go home; the everlasting tendency 
to stop instead of keeping on; any and 
all of these things constitute sales re- 
sistance. They are some of the problems 
in sales resistance that the average sales- 
man has to contend with. 

Conquer these retarding impulses with- 
in yourself and you will find the sales 
resistance on the part of the prospect 
easy to overcome, as is proved by the 
records of the go-getters. 


x* * * 


It sometimes de- 


What! Only 


pends entirely upon 
Forty-Two the way you say it, 
Cents a Week? as indicated in the 


from the 
If the aver- 
that he could 
dollars Ordinary life 
insurance at a cost of less than fifty 
cents a week, why, say the boys would 
need secretaries to help write the ap- 
plications. But he doesn’t know it. The 
average family man on our debits hasn’t 
even a rough idea of the cost of life 
insurance. 

Tell the man of thirty-five that five 
thousand dollars life insurance is little 
enough for his family’s protection, but 
by all means he ought to have a thou- 
sand dollars—and what happens? Just 
as soon as you mention a thousand dol- 
lars, he balks, because he has visions of 
something that’s going to cost him a 
thousand dollars—like buying an auto- 
mobile. To buy a thousand dollars’ 
worth of merchandise means that a 
thousand dollars must be paid in a com- 
paratively short time. The average 
wage-earner is not accustomed to mak- 
ing thousand dollar purchases, so that 
when you mention a thousand dollars life 
insurance he imagines that you are talk- 
ing about something that’s beyond his 
means; that’s why he says, “I can’t 
afford it” the moment you mention a 
thousand dollars. 

Suppose a prospect who is thirty-five 
vears old asks, “How much will a thou- 
sand dollars cost?”—well, it won’t cost 
him much, but you don’t need to tell 
him how much it will cost, tell him how 
little it will cost. 

“A thousand dollars? 
two cents a week.” 

‘What! forty-two cents a week for a 
thousand?” 

‘That’s what I said. 
cents a day.” 

“Oh, well, if that’s the case, write it 
up. 

After you show him the small cost 
per week it’s easy to explain that it 
amounts to $21.61 per thousand per 
year for an endowment at age 35. 

Husbands and fathers are underin- 


following 
Western & Southern Life: 
age husband only knew 
carry a thousand 


Oh. ’bout forty- 


Less than six 


sured because they have an exaggerated 
idea of how much life insurance costs, 
instead of accurate 
how little it costs. 


information as to 





NEW POLICY 
Disability Benefits of $15.00 per 


Waiver of Premium 


$1,000.00 


BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 

















Incorporated 1851 


BERKSHIRE LIFE INSURANCE C 
Pittsfield, Mass. 


WINTHROP M. CRANE, JR., President 
licies in the conduct of its business that 


This Company has always pursued those 
have given it a high reputation for stability and fair 

Has always rendered the 
the same time, the interest of all its policyholders. 

Has always extended reasonable assistance and encouragement 
to develop and held their business. 

John Barker, Vice-President 


sg. 
ighest grade of service to its policyholders. 
Its policy contracts give to each individual insurer full protection, safeguarding, at 


Frederic H. Rhodes, Vice-Presideat 


OMPANY 


to its representatives 


























MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 


interested prospects—people who have wri 
Office for information. 


Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. Faithfully serving insurers 


since 1878. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


A few agency openings for the right m 


itten the Head 


























Six Years of Marching On 


We now announce 1924 as the sixth successive 
year in which the Bankers Life Company has 


shown a gain in new business prod 
compared with the preceding year. 
for 1924 will reach $150,000,000. 


BANKERS LIFE COMPANY 


DES MOINES 


GEO. KUHNS, President 


uction as 
The total 


IOWA 





























HOW ABOUT BUSINESS 


The agent who reaps the greatest benefi 
who carefully 
greater opportunities. 


ing our 
service. 

Our ambition will continue to be the is 
with such dispatch that they are back in 


agent before his prospect grows cool, to pay claims promptly and to furnish 
effectively covering every insurance need, 


a kit of policies 
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The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building 
Now More Than $325,000,000 in Force 


plans his work to take advantage of the 


In the Lincoln National Life Home Office we are improv- 
methods to give the agent an increasingly better 


IN 1925? 


ts, will be the one 


suance of policies 
the hands of the 





Fort Wayne, Indiana 
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Disability Claims 
Causes Summarized 


NEW YORK LIFE’S EXPERIENCE 





Accidents Lead With Tuberculosis a 
Close Second; Nervous Disorders 
Frequent Cause 





The New York Life has’ made an 
analysis of the claims under the disability 
provision in its policies which discloses 
the relative frequency of the different 
causes. From the time the company com- 
menced to issue monthly income disability 
benefits in 1920, to the end of October, 
1924, the company had approved claims 
under 3,212 policies. The following are 
the results of the analysis of the claims: 


Cause of Disability 


Number of 
Policies 
Accidents of all kinds (of which 180 
were from falls, and 124 were due 
to automobiles) 
Tuberculosis of lungs. ..........0.00. 
Nervous trouble and diseases of the 
nervous system 
MN PONIMEINUR so Sia cemctceee4 0ok6585.ca 
Heart diseases and diseases ‘of the 


CITCUIMIOTY SYREN <0 6siscdescadacss 130 
Inflammatory rheumatism ........... 128 
Insanity, melancholia and paresis.... 125 
Pneumonia, pleurisy and bronchitis.. 108 
CANCEP Gitl TUMNOPRciss.osccececeaceen 95 
METER iio aii seuicosisnescwameecs 90 
Neuralgia and neuritis............. 81 


Bright’s disease and other diseases of 
PHO ME frit Antuciaeatadiondeh vals 

Ulcers of the stomach and duodenum 66 

Typhoid fever 


Diseases of the liver................ 42 
Diseases of the eyes.......... Sr atentiels 38 
Diseases of the bone................ 37 
MMRIESIUIG® «5-367 a) eicrsc'etaniere shauna Sete 33 
Tuberculosis of other organs ‘than 
FRYRN NE SG cvav archspdvereiora evsigiecss dare roles ne a 
Diseases of the intestines............ 32 
WUrGlent I9LCCHON: 56.5 ok: 00.0:000 005-ee 29 
Cerebral hemmorhage, apoplexy, loco- 
motor ataxia and inflammation of 
BORED Scccsicre Psicia snared eaidetw davon ews 28 
MTETEMIN 8 o1o oi eo ated ca dee ake 28 
CEIEIS,. ai cveig ois Soaineeie tons mRacaweas 24 
Diseases of bile passages and gall 
DEIR So ee eene.c eae ak cae res 
RRNA in Cea oes ol ah eae 23 
MRO ho eea cise hic sleet aedunn tess 19 
UNI och ote ac ori wor eraape Gales a2 19 





INSURES MOSUL TRIP 





Lives of Members of League of Nations 
Committee Protected With $200,000 


Insurance 


In view of the dangers which, it is 
feared, may be encountered on its pro- 
7} journey to the vilayet of Mosul, 
the League of Nations committee which 
will inquire into the status of the bound- 
ary between Turkey and Irak will be 
insured for $200,000. 

Arrangements were made today with 
a British insurance company to write the 
policy, which will carry a premium of 
$7,000.. The trip to Mosul will not be 
made until the policy is signed and de- 
livered. 





HOME LIFE’S GOOD YEAR 


George W. Murray, vice- president of 
the Home Life of New York, in a Christ- 
mas letter to agents praises them for 
their conscientious efforts during the 
year, stating that the paid-for business 
last month was over $3,000,000 and the 
gain in outstanding insurance was 


$1 658,000. 





BIG POLICIES ON E. J. YOUNG 

Harry L. French, general agent of the 
Northwestern Mutual at Madison, Wis., 
has placed a line of insurance on the life 
of Edward J. Young, big lumber man, 
calling for an annual premium of 
$48,000. The insurance will be on the 
ordinary life plan, and for the benefit of 
Mr. Young’s estate and several com- 
Panies of which he is president. 











90.97% 


western Mutual Life Insurance Company, 
of Milwaukee, Wisconsin, was upon appli- 
cations of members previously insured in 


the Company. 


Once a Policyholder— 
Always a Prospec. 


The Mager Company 








"The 
Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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A Dramatic Dialogue 


A dramatic bit of dialogue has been 

written by A. E. Michaud, representing 
the New England Mutual Life at Berlin, 
N.H., which was printed in the New Eng- 
land Pilot. It follows: 
Cuaracters: Husband, Wife and Child; 
Agent. TIME: 9 p. M. Pace: Parlor 
of a modest home in a New Hampshire 
village. 

AGENT, after greetings: Mr. Jones, how 
much insurance have you now? 

Huspanp: About $500 in a lodge, my 
wife has $2,000, of which $1,500 was bought 
before we were married, and $500 I am 
paying for now, along with the $1,500; 


and 25 cents a week on the boy. I’ve got 
enough. 
AGENT: That’s fine. But do you know 


that all of your insurance is misplaced? 
When you married this fine little woman, 
did she agree to protect you, or did you 
agree to protect her? As it is, she is doing 
the protecting; because if you should die, 
you are leaving merely enough to bury 
you! 

Wire: Thanks for plain talking — 
are right, too. 

Hussann: Now, Mary, you keep out 
of this; it’s my business to look after the 
finances in this family. 

Wire: All right, but Mr. Agent said 
just exactly what I’ve been thinking for 
a long time. 

AGENT: This country, Mr. Jones, should 
pass a law that no man may marry a woman 
unless he carries at least $5,000 insurance 
on his life for her benefit. You married 
this woman, she has given you the greatest 
gift, a little boy, going through the valley 
of death to make this possible, and you 
won't even protect her. I wouldn’t stay 
with you two minutes if I were in her 
shoes. 


you 


(Mrs. Wife looking at Agent with 
satisfaction. ) 
Husspanp: I don’t want you coming 
here, Mr. Agent, talking that way to me. 
When I need advice or insurance, I know 


where I can buy it, Now you had better 
take a walk. 


Acent: All right, Mr. Jones, but think 
over what I have said. You are wrong 
about thjs, and I know you will realize 
it before long. I did not mean to insult 
you, but merely show you the value of 
Life Insurance for yourself, your boy, 
and his mother. Good-night all, and look 
me up, any time. 

(Next day on the street.) 

Hussanp: Here, I want to speak to 
you! What the blank is the idea of com- 
ing to my house and talking the way you 
did in the presence of my wife? I never 
felt so cheap in my life. What you said 
is true, I guess, but I did not want to 
admit it there, with her looking on. How 
much would $5,000 cost me? 

AGENT: Let’s go to the Doctor and find 
find out if you can get it. 

Huspanp: All right, let’s go right now. 

The application was filled, the man got 
the insurance and he is one of the best 
friends the Agent has. But he still thinks 
that it was a frame-up between the Agent 
and his wife! 





One day not long 
ago New York news- 
papers printed a brief 
item describing an 
unusual fatality, says 
the Penn Mutual Life. A well-known 
actor while playing golf at the Jackson 
Heights Golf Club was struck by 
lightning and instantly killed. He was 
thirty-seven years old, and, like you, 
doubtless expected to live to old age. 
He had been a member of the Penn 
Mutual since 1918, when he took a policy 
for $10,000, payable in equal shares to his 
wife and his mother. The company paid 
them, jointly, $10,331.12—the $331.12 
representing annual dividend accumula 
tions (he paid his premiums in full, and 
did not touch his annual dividends), and 
a post mortem dividend. He had paid 
$2,196 in premiums. The return over 
cost was $8,315.12. Do you know of any 
other financial plan, or any other finan- 
cial institution than life insurance, that 
would or could make such a return on 
the money invested under or through it? 


It’s Always the 
Unexpected 
That Counts 


When Delivering the 
Policy Contract 


IMPORTANT TI TIME IN SALE 


Things That May Come to Defeat De- 
livery of Policy; Value of 
Advance Settlement 





The sale of a life insurance policy is 
not complete until the policy is delivered 
and paid for and in many cases that seem 
thoroughly closed some little incident 
or remark at the time of delivery may 
kill the sale. An experienced salesman 
connected with the Newark agency of 
the Connecticut Mutual Life comments 
on this matter in the following: 

Before delivering the contract it is 
sometimes good judgment to ask the ex- 
amining physician if the applicant made 
any remarks during the examination. 
This enables you to fortify yourself on 
the interview as to just what to. expect 
in the way of objections. Look over the 
medical very carefully, especially the 
photostat in the contract, observing any 
defects in clinical, family history and 
physical condition that can be dwelt on 
to impress the applicant that he is in- 
deed fortunate in getting the policy. 

On interviewing the insured for the 
first time, keep the contract carefully 
concealed in your pocket or wallet, mak- 
ing the conversation general for a few 
minutes before you announce the pur- 
pose of your call. If he volunteers any 
objections as to a change of mind or 
why after further consideration he finds 
he can not carry the insurance, you are 
in a position to make a graceful getaway 
saving that he had better hold his de- 
cision in abeyance, as he may want to 
reconsider the matter after he knows he 
can get the This will 


contract. arouse 

interest and increase anxiety. 
The interview for delivery may be 
started by saying, “Well, I have some 


good news for you. TI want to congratu- 
late you. You passed a first-class ex- 
amination and the company is willing to 
do business with vou.” Tf he interposes 
anv objections, vou can sav, “Well. you 
are certainly interested at least in look- 
ing over the contract. T am absolutely 
confident that we have something to in 
terest vou—at least something that vou 
will he glad to know about.” The policv 
should now be shown onlv under the 
inost favorable conditions. plentv of time 
at hand and in the seclusion of the office 
or home. He is under obligation to give 
you a good interview, vou have a battle 
on vour hands, and you need every ad 
vantage. 

In delivering policies to men who are 
accustomed to buving life insurance 
from time to time, it is simply a matter 
of taking the contract out of the jacket 
and with a graceful flourish or easy 
manner open it up and hand it to the 
applicant for his perusal, meanwhile sit- 
ting back and auietly awaiting develop- 
ments. Most of us in our early life in- 
surance experience, and even now, have 
observed the delivery of a contract by 
an experienced agent, which to all ap- 
pearances seemed the simplest kind of 
a procedure, vet one misstep on the part 
of the agent would have been fatal. 

The value of a settlement, either in 
advance or at the earliest opportunity, 
can not be too strongly urged. To my 
mind, one of the fine points in life in- 
surance salesmanship, when a contract 
has been submitted to an applicant for 
his consideration, is to know when to 
press for a close, whether on the first 
or second interview, and to know 
whether the second interview is neces- 
sary or whether you will be accorded a 
second interview. In final analysis the 
money consideration is the deterring in- 
fluence in the delivery of every life in 
surance contract. In other words, time 
in settlement is your strongest weapon, 
and in lieu of cash you must be a past 
master in obtaining note settlements. 

A well-delivered contract not only 
makes a_ satisfied customer, but in- 
creases the self-confidence of the agent, 
and is an excellent stimulant for sys- 
tematic and continuous production. 
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The Question Box 








The following answers to questions 
raised by the field force have been 
answered by the actuaries of the New 
York Life. 

Question—Under the Life Income 
policy form are dividends left with the 
Company under Option c or d payable 
in a single sum at the Insured’s death? 

Answer—Paid-up additions purchased 
by dividends under Option c or the 
dividend accumulation under Option d 
may be paid in a single sum at In- 
sured’s death; if the Beneficiary so 
desires, the dividend additions or the 
dividend accumulation may be applied 
to increase the income for the fixed 
period of 20 years at the rate of $5.44 
additional monthly income for each $1,- 
000 of dividend additions or for each 
$1,000 of accumulated dividends. The 
fund that buys this additional income 
participates in excess interest. 


Question—How can I find out the 
amount of insurance sufficient to pro- 
vide a guaranteed Income of $100 a 
month for a fixed period of 5, 6, 7, or 
any number of years? 

Answer—The following are the 
amounts of insurance that are equivalent 
at 3% interest to $100 per month for the 
period of years stated: 


Years Amount of Insurance 

55,660 

6 6,695 
7 7,700 
8 8,676 
9 9,623 
10 10,543 
11 11,437 
12 12,303 
13 13,144 
14 13,963 
15 14,756 
16 15,526 
17 16,273 
18 16,999 
19 17,704 
20 18,390 
21 19,053 
22 19,701 
23 20,325 
24 20,935 
25 21,524 


The first income payment is payable 
apon receipt of proof of the insured’s 
death and subsequent payments monthly 
thereafter. If the income is payable 
annually, the first payment of $1,200 
would be due upon receipt of proof of 
death and subsequent payments annually. 
thereafter. 

The above amounts of insurance being 
on the 3% basis, the fund would partici- 
pate in excess interest as provided under 
Option 2 of the optional methods of 
settlement on the fourth page of the 
policy. 

Question—If a policy-holder is draw- 
ing disability benefits as provided by his 
policy, will the disability benefits be 
continued if he surrenders his policy for 
its cash value? 

Answer—lIf a policy is surrendered for 
its cash value, the owner of the policy 
accepts the cash value in full settlement 
of all claims under it, and there can be 
no further disability payments. The 
cash value in such a case would be no 
larger than the cash value stated in the 
policy. No policy has ever been sur- 
rendered under these circumstances. It 
would not only be unwise for the in- 
sured who is disabled to give up his dis- 
ability income for an immediate cash 
value, but equally unwise to give up the 
insurance payable to his beneficiary. 
The insured who is in dire immediate 
need of money may borrow on his 
policy. 

It is a different case where an insured 
under the Endowment at age 60 or 65 is 
in receipt of a disability income when 
the policy matures. In that case the in- 


sured may accept the face of the policy 
at maturity, and income payments will 
be continued under the terms of the 


policy during the continuance of total 
disability until death or recovery. 

Question—(a) In case of disability oc- 
curring to an insured who has changed 
from one occupation to another more 
hazardous, would the income payments 
be affected? 

Question—(b) Should an agent if he 
has knowledge of the fact, notify the 
Company of change of employment to a 
more hazardous form of work? 

Answer—(a) No. (b) No. 


But if an applicant is accepted on any 
untruthful statement with respect to his 
occupation, his exact duties or his intent 
to change his occupation, it is the agent’s 
obvious duty to notify the Company as 
soon as he learns the facts. 

A policy must not be delivered if any 
change has occurred in the occupation 
of the applicant since the day of his 
medical examination. See “Instructions 
to Agents,” Article 16. 

The present policy form states that 
the policy is free of conditions as to 
occupation except as provided under dis- 
ability and double indemnity benefits. 
The only condition as to occupation un- 
der disability benefits is that the dis- 
ability benefits will not apply if the 
disability of the insured shall result from 
military or naval service in time of war. 
The only conditions as to occupation 
under double indemnity are that the 
provision for double indemnity will not 
apply if the insured’s death resulted 
from military or naval service in time 
of war, or from engaging as a passenger 
or otherwise in submarine or aeronautic 
operations. 


Question—Would disability benefits 
apply in the case of an insured who is 
now accepted as a standard risk and re- 
ceives a standard policy but who later 
develops tuberculosis which is said to 
have resulted from his experience in the 
World War? 

Answer—The policy provides that dis- 
ability benefits shall not apply if the dis- 
ability of the insured shall result from 
military or naval service in time of war. 
Military or naval service in time of war 
in which the insured engaged before the 
policy was issued would not come within 
this limitation. 


Question—Suppose that under an 
Ordinary Life policy the dividends have 
been left to accumulate at interest and 
have then been applied to make the 
policy fully paid. After the policy has 
become fully paid, the insured becomes 
totally disabled and receives disability 
income payments. Will the premiums 
thereafter be refunded on their anni- 
versary dates? 

Answer—No. After the accumulated 
dividends have been applied to make the 
policy fully paid it is a fully paid policy 
just as a 10-Payment Life after ten 
years, or a 15-Payment Life after 15 
years is fully paid. The accumulated 
dividends have been applied as a pre- 
mium to make it fully paid. In event 
of subsequent disability there would be 
no refund of premiums. 


We Are Looking 


for an Agency Manager whio can 
develop the CINCINNATI terri- 
tory for an “Old Line” Eastern 
Life Insurance Company which 
now has no active agency there. 


Liberal contract, successful sys- 
tem of obtaining prospect leads, 
agent’s production clubs and 
monthly magazine will help to 
build organization. 


Your communication will be held 
in confidence. Home Office will 
arrange interview. 
Address: S. A. R. 
The Eastern Underwriter 


86 Fulton Street 
New York, N. Y. 











The Columbian National Life Insurance Company 


Boston, Massachusvtts 
ARTHUR E. CHILDS, President 
Columbian National Agents are in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 











HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 68 years next 


birthday. 
INDUSTRIAL POLICIES are 4 FULL IMMEDIATE BENEFIT from date of issue and 
are up-to-date in ev respec! 
ORDINARY POLICI ys valuable SPECIAL DISABILITY and TOTAL . 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, 

are guaranteed by State Endorsement. 

A HOME LIFE POLICY BRINGS 

PEACE OF MIND TO THE 

MAN WHO LOVES HIS FAMILY 
BASIL S. WALSH, P. J. CUNNINGHAM, Vice-President 
JOSEPH L. DURKIN, Secretary JOHN J. GHER, Treasurer 
"DR. E. BRYAN KYLE, M 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 














PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 


111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


A JACKSON MALONEY A. MOSELEY HOPKINS 
Vice-President Manager of Agencies 




















Guarantee Fund Life Association 
OMAHA, NEB. 


ORGANIZED 1901 
Pure Protection Life Insurance 


Splendid Agency Openings in West Virginia, 
North Carolina and Florida 


WRITE F. A. HICKS, SUPT. OF AGENTS, FOR PARTICULARS. 



































With the New Year 
—New Opportunities for You 


As you “start the new year right” for the forty ’leventh time again this 
year, make up your mind to investigate that contract you've heard so 
much about—“The Policy You Can 
Sell”—known as 


The UNITED Policy 


(Life and Accident Insurance in 
One Policy Contract) 








$5,000 

Any Natural Death 
10,000 

Any Accidental Death © 


15,000 
Certain Accidental Deaths 


$50 Weekly Accidental 
Disability Endorsement 




















It attracts the prospect's attention just 
as it is attracting you now as you read this advertisement. life Insur- 
ance? Surely, but more than that. See chart at left. 


To those who ‘will in ‘sincerity ask for it, literature wwiit he 
forwarded giving you more information about our unique policy 
and territory now open. 


Address HON. EUGENE E. REED, Vice President 





United Life and Accident Insurance Company 


United Life Building Concord, ‘New Hampshire 
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Salesmen Types That 
McMahon Finds Best 


HAVE A FLAIR FOR SERVICE 





Two Types of Salesmen: Those Who 
Sell Ideas and Those Who 
Sell Tangibles 





The current number of “Printers’ Ink” 
contains a personal sketch about the 
selling methods used by Edward M. 
McMahon, general agent in New York 
for the National Life of Vermont. 

Mr. McMahon looks for men in two 
places—corralling the college man when 
he is graduated, and advertising for ex- 
perienced salesmen in other fields, using 
a limited amount of classified space in 
two or three New York mediums. He 
calls it “selling my own business to good 
men.” 

When an applicant is found, he is 
asked to fill out a blank almost as in- 
quisitory as an income tax return. After 
giving details about citizenship, family, 
health, education, clubs, fraternities, 
past and present employment, places in 
which he has lived the last ten years, and 
references, he must agree to comply 
with the anti-rebate law of New York, 
to work for no other company, furnish 
bond, finance himself for a period of 
three months at the outset, and devote 
all his time to the business. 

One month is spent in school, learn- 
ing the elements of the insurance busi- 
ness, and then the recruit is given a 
month in the field with an experienced 
man, after which he works alone. 

“Salesmen fall into two groups,” says 
Mr. McMahon. “You might call them 
the sellers of intangibles and the sellers 
by sample. Good advertising solicitors 
are excellent material. Advertising is 
one of the intangibles. The fellow who 
sells it is selling ideas, and also has the 
idea of public service that I want. If 
he has been selling in one of the big 
advertising organizations, he feels that 
he isn’t merely selling space, but public 
welfare, in the shape of more value 
to the consumer in advertised commodi- 
ties, more employment in the making of 
more commodities, and so forth. The 
salesman of an intangible like engineer- 
ing service also has this viewpoint, and 
makes a valuable recruit. The cash 
register, adding machine and office ap- 
pliance salesmen have it. So do the 
men selling educational courses. 

“The bond investment sales organiza- 
tions are good recruiting grounds for 
us, and a good real estate man is a 
first-rate potential life insurance man. 
These fellows have all been selling ser- 
vice, the real estate man the idea of 
owning your own home, the correspon- 
dence school man the idea of increasing 
your earning ability. They all have the 
soul of service in salesmanship, which 
is just as essential in life insurance if it 
is to be followed as a profession as the 
professional ethics of the lawyer or the 


Hippocratic oath taken by the physi- 
cian.” 





MARTIN H. GLYNN DEAD 

Martin H. Glynn, former governor of 
New York, president of the Hearst 
company publishing the “Daily Mirror” 
of New York, and one of the best 
orators in the country, died a few days 
ago. He was for six years a member of 
the board of the Equitable Life Assur- 
ance Society. 


START TRAINING DEPARTMENT 





Hart & Eubank Appoint Raymond G. 
Gregory Formerly Associated With 
Professor Rockwell 


A training department for new agents 
has been organized by Hart & Eubank, 
general agents in New York for the 
ZEtna Life. Raymond G. Gregory, of 
Pittsburgh, is to be director of the new 
department. Mr. Gregory has been as- 
sociated for more than three years with 


N. E. Degen, manager for the A®tna in 
Pittsburgh. For the past year and a half 


he has also been associated with Charles 
J. Rockwell as a member of the faculty 
of the School of Life Insurance Sales- 
manship of the University of Pittsburgh. 
Mr. Gregory is a graduate of Colgate 
University and also of the original Life 
Insurance School at Carnegie “Tech.” 

The plans for the new training depart- 
ment of the New York Attna agency 
call for a six weeks’ training course for 
new agents. So far as possible this train- 
ing course will be based on the plan of 
the University of Pittsburgh School. It 
will be modified only to meet conditions 
peculiar to the company agency in New 
York City. The course will comprise a 
complete study of the selling process, 
prospecting, life insurance contracts in 
general and Aétna contracts in particular. 
It will also include a thorough study of 
program and income insurance, the 
creation and administration of estates as 
related to life insurance, the principles 
of life insurance, business life insurance, 
the two-call system of selling, with briefs 
and a comparison of life insurance with 
other forms of investments. 

Manager N. E. Degen, in Pittsburgh, 
has specialized in the subject of taxation 
as it affects life insurance and Mr. 
Gregory has been studying for over three 
years under Mr. Degen’s direction. Con- 
sequently he will be in a position where 
he can help the Attna agents in New 
York City in the matter of how Federal 
estate taxes and State inheritance taxes 
affect life insurance. 

Furthermore, he has been studying the 
training methods used in many of the 
most successful life insurance agencies in 
the eastern part of the country. This 
fact, together with his field experience in 
Pittsburgh, and his experience with Mr. 
Rockwell as a member of the faculty of 
the University of Pittsburgh School, en- 
ables him to bring to his new work in 
New York the most modern and suc- 
cesstul methods of training new agents. 


IN CHARGE AT NORTH ADAMS 

Charles R. Bristol has been appointed 
general agent at North Adams, Mass., 
his territory including Berkshire and 
Franklin counties for the United Life 
and Accident. Mr. Bristol has had con- 
siderable experience with the Boston 
Mutual. 


NEW YORK LIFE. RECORD 

William E. Winters of Delavan, Wis., 
holds the record among New York Life 
agents for the greatest number of policies 
written and examined in a single month. 
He wrote 279 policies in this town of 
5,000 people for a total of $362,500 for 
the month of November. 








FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 

















The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 


NEW High Val THROUGH 
4 ue 
pongo a Attractive and Novel Features ye Ry 
Low Cost STAFF ONLY 
Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
BR. 3 HEPPENHEIMER, 
GEO. T. SMITH 


Vice-President 
DUNBAR JOHNSTON, Secretary 


HOME OFFICE, JERSEY CITY, N. J. 


President 
. F. NETTLESHIP, a! Ane 
= /- * DROW N, Asst. See’y and Asst. Treas 





MADE ASSISTANT SECRETARY 


Harry H. Allen, connected with the 
mathematical and agency departments of 
the Mutual Benefit Life, 
pointed an assistant secretary of the 
company. Mr. Allen came with the com- 
pany in 1915 and was a salesman, super- 
visor and office man at the Buffalo 
agency. He will have charge of corres- 
pomdence and personnel work at the 
home office. 


has been ap- 


MAY WRITE ALL LINES 


The Norwich Union Life Insurance 
Company of England has secured powers 
to write any class of insurance business. 








CAPABLE POLICY- 
PLACERS 


Can always find a satisfactory opporvanity 
for work with this > Cae in goog ter- 
titory—men who can collect the prea eee 
as well as write the applications. y 
not make inquiry now? 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 
Address: 
ALBERT E.AWDE, Supt. of £ gencie 

















New Insurance 


Insurance in Force 


Insurance Record, 1923 





$ 96,148,025 
719,421,634 


| Increase of $58,623,876 which is 
61% of the New Business 





New England Mutual Life Insurance Co., 
Boston, Mass. 














Payments to Policyholders 








INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
Issues the most liberal] forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiumg payable —* semi-annually or quarterly, 
INDUSTRIAL Policies from $12.50 to “51,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER * - 


DIE scadnudunauadsaccddaccuueuadadaasaanda 
Capital and Surplus......... ppessaedudaadsedane 
RY ON I os ca cncesa’-cacvanscneeacqeeave 


eee ee eeewereeee Sees eecereeeseseses 


4,543,408.31 
ceccccccece sececeeccceccsceescceees 255,168,568.08 
2,696, 
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Total Payments to Policyholders since Organization......... Latolstusieiachaan 
JOHN G. WALKER, President 
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% Those considering life insurance as 
= a profession are invited to apply to 
2 
By 


5 34 Nassau Street 








THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has 
a record of EIGHTY-ONE YEARS of prosperous and suc- 
It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


i The Mutual Life Insurance Company | 
of New York 





New York : 
; 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 





ation, office and place of business 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 


mewspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the actof March 3, 1879. 





A USEFUL COMMITTEE 


One of the most important committees 
in New York City and one of the young- 
est is the conference body of New York 
City managers of casualty companies who 
act as an advisory body on local problems 
for the National Bureau of Casualty & 
Surety Underwriters. The chairman of 
the committee is John S. Turn, manager 
of the Aetna Life, who has the respect, 
confidence and esteem of the entire fra- 
ternity, one of the most valuable and un- 
selfish men in insurance. 

It is easy to sense the fact that the 
Bureau faces a considerable problem in 
effecting changes of rates, rules and regu- 
lations in connection with casualty insur- 
ance in New York City, and that a com- 
mittee of this kind, having on it the man- 
agers of New York City offices of more 
than half a dozen important companies, 
men who are on the firing line, can give 
much needed and welcome advice to the 
Bureau as to the practical working out 
of the proposed changes, and it is fine 
for the business. The committee also 
provides a medium through which the 
brokers of New York may present their 
problems for the consideration of the Bu- 
reau and the companies. 

In the opinion of THe Eastern Un- 
DERWRITER this is a most important com- 
*mittee and its organization was a step in 
the right direction. Agents and brokers 
frequently protest that they are not con- 
sulted enough about changes in _ all 
divisions of insurance and here is an in- 
teresting experiment which will be 
watched with growing interest and which 
may spread throughout the insurance 
world, if it operates as successfully in the 
future as it has in the past. 





PAYROLL JUGGLERS 


By going to the District Attorney’s of- 
fice and having arrested a man it ac- 
cuses of trying to bribe one of its pay- 
roll auditors the New York Indemnity 
Company has exhibited a rare brand of 
courage because it has refused to shut its 
eyes to a situation which is a scandal in 
the workmen’s compensation business of 





New York and probably in many other 
cities of the country. This is the con- 
jugglery of payroll audits by 
auditors and as- 
sured, resulting in the latter buying in- 
surance at a considerably less rate than 
they should pay. It is one of the annoy- 
ing leaks in workmen’s compensation 
which. makes it so difficult to conduct 
that business more profitably. 


temptible 
connivance of brokers, 


companies have accepted 
this situation with too great resignation. 
Sometimes they have been afraid to show 
up the unscrupulous broker who is re- 
sponsible for the bribery and the payroll 
manipulation. It was necessary that 
some one go to the mat; cause an arrest; 
throw a scare which at least will have 
the effect of making the payroll hiders 
cognizant of the fact that their practices 
are known and that they are being 
This the New 
York Indemnity has done and it is to be 
congratulated. Moreover, the honest 
broker will welcome the prosecution and 
uncovering of this practice as he is one 
of the principal sufferers from the hid- 
den payroll graft. The honest assured 
will also welcome the exposure as these 
payroll manipulations have the result of 
making the pure premium higher on his 
own classification; in other words, he 
suffers because of misdeeds of others in 
his class. 


Insurance 


watched by the companies. 


CONTINENTAL STOCK ACTIVE 


Sells at New High Putes On Stock Ex- 
change; Now at 436% of Its 
Par Value 


Continental Insurance Co. stock sold 
at a new record high price this week on 
the New York Stock Exchange under 
larger turnover of shares than has been 
recorded for the stock in a long time. 
The stock reached 109%, which was a 
rise of about five points for the week. 

At $25 par value the stock is selling 
at 436%. It is now paying $6 a year 
dividends, which is 24% on the par value. 
At the present price it yields 54%. 


Alf Whist, Mesdke er Manager, 
Indicted on Fourteen Charges 
Alf. Whist, former managing director 
of the defunct Norske Lloyd insurance 
company of Christiania, Norway, whose 
spectacular career as a marine insurance 
promoter attracted wide attention in this 
country, has now been indicted on four- 
teen charges by a criminal court in Nor- 
wav. He is charged with reckless ad- 
ministration of the company’s affairs, 
misuse of funds and improperly securing 
loans for his own personal use. 


ST. JOHN PRESIDENT OF CLUB 


The Casualty and Surety Club at its 
annual dinner at the Hotel Astor on 
Tuesday night elected as its president 
FE. A. St. John, president of the Na- 
tional Surety, as its first vice-presi- 
dent, James A. Garrett, manager of the 
National Casualty; as its second vice- 
president E. C. Lunt, president of the 
Sun Indemnity: as its secretary-treas- 
urer, Frank FE. Law, Actuary of the Na- 
tional Surety. The dinner was a jolly 
affair, one of the most enjoyable that 
the club has held on similar occasions. 


NEBRASKA HAIL LOSSES 


The adjusted losses of the Nebraska 
State Hail Insurance Fund for the past 
season were $137,114 against a premium 
income of only $73,586. Claims were paid 
on a 50% basis only. 


Rear Admiral Louis McCoy 








Nulton, 


who has been appointed superintendent 

of the United States Naval Academy, is 

a brother of Howard S. Nulton, special 

agent for the Niagara with Richmond, 
a., headquarters. 
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The Human Side of Insurance 


























C. A. Ludlum, vice-president of the 
Home, has sent to friends one of the 
most striking of all the holiday greeting 
cards which have come from the insur- 
ance district. It is reproduced above. 


Miss Frances Louise Putnam, daugh- 
ter of Henry H. Putnam, manager of the 
Department of Publicity, John Hancock 
Mutual Life, Boston, and now a student 
of Bryn Mawr, was awarded first prize 
in the International Contest of American 
School Citizenship League with an essay 
entitled “The Organization of the World 
to Prevent War.” More than 1,000 
schools were represented. Miss Putnam 
wrote the essay when she was a Senior 
in the Girls’ Latin School of Boston last 
June. When Miss Putnam was fourteen 
years old, while the family was living in 
Philadelphia, she had her first year in 
school at a Friends’ select school, which 
was the same in grade as the first year 
in high school. Then came three years 
at the Girls’ Latin School in Boston, 
where she finished with the record of 
first in her class of 100. On graduation, 
Miss Putnam was qualified to enter Rad- 
cliffe, but won the New England Bryn 
Mawr scholarship, which is awarded by 
a committee on scholarship, character 
and personality after a personal inter- 
view. At Bryn Mawr she received 
“honorable mention” as having the sec- 
ond highest matriculation average in New 
England. The Boston Sunday Herald 
devoted a half page to Miss Putnam and 
her essay, with a sketch of her career 
and her picture. 

* * 

Leslie F. Tillinghast, recently ap- 
pointed as chairman of the membership 
committee of the Insurance Advertising 
Conference of the Associated Advertis- 
ing Clubs of the World, is conducting a 
drive for new members among the pub- 
licity and advertising men of insurance 
companies. The Conference is made up 
of Class A. and Class B. members. The 
former group consists of those directly 
connected with insurance companies. 
They have the right to vote and take 
an active part in the organization. The 
latter are those connected with the press 
and various agencies. Mr. Tillinghast 
reports that since October last, fifteen 
new members have been enrolled. 

* * 


William E. Underwood, well-known in- 
surance newspaper man, is running a two- 
column review of insurance subjects in the 
New York “Commercial” as a regular Fri- 
day feature. The column last Friday was 
devoted to life insurance and principally 
based upon a discussion of the papers read 
at the meeting of the Association of Life 
Insurance Presidents at the Hotel Astor 
early this month. 

* 

The Allemania Fire of Pittsburgh has 
been admitted to Virginia. Principal 
office will be located at Richmond with 
Cary P. Carr in charge. 


Maurice A. Gale, a well-known San 
Francisco insurance broker, sailed for 
Europe last week after a few days’ 
visit to New York. In addition to his 
insurance interests, which are large, Mr. 
Gale is also in the fur business in 
Alaska and has made numerous trips 
on sledges behind dog teams in that 
country. 

* * * 


Col. Francis R. Stoddard, former in- 
surance superintendent of New York, 
and now a lawyer down town, has 
“started something” by writing a letter 
saying that in his opinion the entrance 
examinations to Harvard, his alma mater, 
are too severe with the result that the 
sons of some of his Harvard friends 
have been obliged to send their sons to 
other colleges. He said he took a look 
at the last Harvard graduating class and 
was amazed to see so many men in it 
of slight physique, stooped shouldered 
and wearing heavy glasses. He believes 
that a better type of men can be gradu- 
ated if physique, character and other 
qualities are considered as well as sheer 
scholarship. The daily papers took up 
the discussion and many interviews on 
the subject have been printed. 


+ * * 


Arthur I. Vorys, well-known Columbus, 
Ohio, lawyer, who is a director of the 
Ohio Farmers and who has been attending 
insurance meetings as a representative of 
that company. is a former insurance com- 
missioner of Ohio and is active in Repub- 
lican politics, having been a Republican 
national committeeman and a delegate to 
various national Republican conventions. 

He was at one time president of the 
National Convention of Insurance Com- 
missioners; was for a number of years 
cLairman of the Committee on Insurance 
Law of the American Bar Association and 
as such prepared the Model Code of In- 
surance Laws, which was adopted by the 
American Bar Association; he was perma- 
nent chairman of the World Insurance 
Congress at San Francisco in 1915; is a 
member of the Executive Committee of 
the Western Insurance Bureau; is a direc- 
tor of the Western and Southern Life In- 
surance Company, of Cincinnati: and he 
has also been a director of the Ohio Farm- 
ers Insurance Company since July, 1921. 
His law firm is Vorys, Sater, Seymour & 
Pease, Columbus, O. From 1884 to 1888 
he was city solicitor at Columbus. 


* * * 


J. D. Kitchen of J. D. Kitchen & Bro., 
general agents of the Boston and Old 
Colony in New Orleans, has recently re- 
turned from an extensive trip abroad 
where he gathered some interesting in- 
formation concerning fire risks in Eurone. 
“In my three months’ stay in these cities 
I failed to hear a fire alarm, see a fire or 
see a single piece of fire apparatus. In 
fact, it would seem that fire annaratus is a 
useless expense in European cities.” he says 
in “The Accelerator.” organ of the Boston 
and Old Colony. “This is so different from 
Amer'‘can cities that i+ strikes forcibly the 
attention of an American insurance man 
visiting Europe. There are several rea- 
sons, and T would say that first and prob- 
ably the most important of all, is the law 
which makes it very unhealthy for a ‘fire- 
bug.’ The second reason is the magnificent 
construction throughout Europe, even to 
the smaller towns. The buildings are all 
of moderate height and constructed entirely 
of stone, steel, brick and with non-com- 
bustible roofs. There seems to be no wood 
used anywhere except the doors and 
windows. and I hardly see hiw a fire could 
do extensive damage even if they had no 
protection.” 

* * * 


J. Stanley Edwards, general agent of 
the Aetna Life, has been elected a mem- 
ber of the board of directors of the 
Denver Community Chest. 
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T. Frank Appleby, Agent 
and Congressman, Dies 


ACTIVE IN ASBURY PARK, N. J. 








His Sons Will Continue His Business; 
Did Constructive Work As a 
Member of Congress 
T. Frank Appleby, a member of Con- 
gress and a prominent insurance agent 
in Asbury Park, died in Johns Hopkins 
Hospital, Baltimore, on December 15th, 
as a result of an operation which had 
been made the week before. He was 
sixty years old; had been in poor health 
for some weeks and it was finally de- 
cided to operate on him December 5. 
For seven days his condition was re- 





T. FRANK APPLEBY 


ported as satisfactory and then a turn 
for the worse came. 

He was a member of Congress who 
did things and was the author of con- 
siderable important legislation including 
the national anti-pollution legislation. 

The family moved to Asbury Park 
in 1875, where his father owned a hotel. 
T. Frank Appleby played football in 
school, attended Fort Edward Col- 
legiate Institute, and at twenty-two 
years of age became a member of an 
insurance and real estate firm. He 
backed his belief in Asbury Park real 
estate by making personal investments. 
In 1916 he incorporated as the T. Frank 
Appleby Company, admitting his sons 
into partnership. They will continue his 
business. For ten years he was a mem- 
ber of the board of education. In 1898 
he was elected a member of the city 
council and was its president five times. 
For a time he was acting-mayor. In 
1896 he was a delegate to the National 
Republican Convention which nominated 
McKinley. He stumped the state for 
McKinley. Later he became a member 
of the Monmouth County Tax Board. 
In 1916 he was made chairman of the 
Fourth Liberty Loan drive committee. 
He was first elected to Congress in 1920, 
was defeated in 1922 and re-elected two 
years afterwards. He made a trip to 
the Orient and lectured several times 
upon his experiences there. His sons 
are Stewart H., Richard H., and Theo- 
dore F. 





USE AND OCCUPANCY LOSS 

The use and occupancy loss on the 
Charles A. Krause Milling Co. of Mil- 
waukee, Wisconsin, has just been settled 
on a 73% basis instead of the total loss 
claimed by the assured. The property 
damage loss of nearly $1,000,000 is still 
unadjusted. The settlement allows for a 
shut down of only about seven months 
for rebuilding the entire plant, except 
the poultry feed mill, which however was 
dependent largely upon the burned sec- 
tions for materials used in its operations. 


Debate Points of 
Standard Policy 


RESPONSIBILITY ON BROKERS 


J. J. Farber Points Out Need For 
Brokers to Protect Their 
Clients 


J. J. Farber, of 55 John Street, New 
York, argued successfully on the af- 
firmative side of a debate on the sub- 
ject, “Are the terms, conditions and 
stipulations governing the fire insur- 
ance policy tair to the assured,’ on 
December 15, at the Central Opera 
House, New York. His opponent was 
Benjamin Gassman, an insurance at- 
torney, and his audience was the In- 
dependent Order of Odd Fellows of New 
York State. 

Mr. Farber pointed out the blind faith 
the average assured places in the agent 
or broker who handles his business, as 
well as his confidence in insurance com- 
panies. Many assureds will study out a 
lease for a house thoroughly and read 
any other contract which they sign, but 
when it comes to a fire insurance policy 
they will sign up with child-like trust. 
It is the broker's business as a repre- 
sentative of the assured to see that every 
policy he handles is fair to his client, 
else he will not hold the business. 

There is really nothing so baffling in 
the wording of an insurance policy. 
Most of the rules are made by legisla- 
ture, but if the individual company wants 
to make changes giving more hberal 
terms in its policy, it must paste these 
particulars in its form of contract. An 
insurance policy is not arbitrary, stressed 
Mr. Farber. If a claim is made in good 
faith, companies do not take advantage 
of technicalities. 





Urges Full Protection 


Answering criticisms of his opponent 
on the co-insurance clause, Mr. Farber 
made the following points: To protect 
yourself from fire, you should take out a 
policy covering at least 80% of your 
property value. Then in case of fire 
you can collect dollar for dollar on the 
amount of the policy. If, however, you 
take out at policy covering less than 80%, 
a certain percentage of the amount is 
all you can collect. This is where the 
misunderstanding comes in with a great 
many people. When a fire occurs they 
want more than their contract calls for. 





WANT QUALIFICATION LAW 


The Montreal Chamber of Commerce 
has referred to its legislative committee a 
request from local insurance agents that 
the Chamber support an agents’ qualifica- 
tion bill similar to those in use in this 
country. 





The Virginia Fire and Marine has de- 
clared its regular semi-annual dividend 
of 6 per cent. payable January 1. 
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WESTERN DEPARTMENT 
CG. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Hl. 


SAN FRANCISCO 


George L. 








Great American 
Ausurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,000. 


RESERVE FOR ALL OTHER LIABILITIES 


12, A465, ‘360. 86 
46,282,041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


IIome Office, One Liberty Street 
New York City 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 
s 


MARINE DE RARTMENT 
NEW YORK—Ww. H. McGee & Co., General Agents, 15 William Street 
West, Manager, 220 Sansome Street 
CHICAGO—Wam. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 
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PACIFIC DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisce, California 

















BRITISH MERGER 





Consolidated Assurance and Western 
Alliance Merge; Statement by 
E. E. Colquhoun 


A new consolidation in Great Britain is 
that of the Consolidated Assurance Com- 
pany Limited with the Western Alliance 
Reinsurance Company. Telling about the 


consolidation, Secretary E. E, Colquhoun 
said: ° 
3y the terms of that agremeent the Con- 


solidated Company would take over the business 
of the Western Alliance Company and all its 
assets and liabilities including goodwill (but 
excluding the uncalled liability on the issued 
shares) as at the 3lst December, 1924, in con- 
sideration of the payment to the Western Al- 
liance Company by the Consolidated Company 
of £30.000 in cash and 200,000 fully paid shares 
of £1 each in the Consolidated Company coupled 
with the obligation to pay all the expenses of 
the amalgamation and of tHe winding up of 
the Western Alliance Company. 

The whole of the purchase consideration 
would be available for distribution amongst the 
shareholders of the Western Alliatice Company, 
and would give to those assenting to the icheme 
one £1 fully paid share and 3/-in cash ‘for 
every three £1 shares (10/- paid up) held by 
them in the Western Alliance Company at the 
same time relieving them from the existing 
uncalled liability of 10/- per share. 

In addition the Consolidated Company agree 
to pay to the Western Alliance Company on 





ASSET: - 

PRE MIUM RESERVE 

OTHER LIABILITIES 

SURPLUS - - - 
U. S. FIRE 

J. A. KELSEY, Gen. Agent 
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THE 
Marine and Fire Insurance Company, Limited 
Statement June 


BRANCH—45 JOHN ST, 


30, 1924 


$6,217 482.66 
1,275,981.53 
531,624.00 
4,409,877.13 


NEW YORK 
G. Z. DAY, Asst. Gen. Agent 








ae 
= 
— 








Hee 





I TTT OO 





wer Ranma eee 
completion of the transfer the sum required 
to give to the Western Alliance Company's 


shareholders the equivalent of a final dividend 
in respect of the year 1924 of 3 per cent., less 
income tax, on the amount paid up on their 
shares which dividend in the ordinary course 
would if declared not be paid before the end of 
May, 1925, 

The shares of the Consolidated Company to 
be issued as the purchase consideration would 
rank for dividend as from January 1st, 1925, 
and have equal voting rights with the other 
issued shares of that Company and a Stock 
Exchange quotation for the newly issued 
shares would be applied for in due course. 





ST. LOUIS AGENTS ACT 





Vote for Changes in Local Constitution 
to Provide for Enforcement of 
New Agency Rules 


The Fire Underwriters’ Association of 
St. Louis on Monday of this week ratified 
without amendment changes to the by- 
laws and constitution of the organization 
necessary to make effective the agree- 
ment recently reached with the Western 
Union and Bureau companies. This fur- 
nishes the needed legislation to back up 
the new rules and regulations scheduled 
to go into force on January 1. However, 
the companies and agents will be given 
until February 1 to remove conditions 
that may not be in accord with the new 
plans. 

This general meeting was largely at- 
tended and proved most harmonious, in- 
dicating clearly that the St. Louis agents 
are back of an earnest effort to place 
the insurance business in that city on 
a firmer and more equitable basis. 
Prior to the meeting Monday the new 
plan had been approved by counsel and 
the executive committee of the under- 
writers’ organizations. 





BUREAU ACTS ON ST. LOUIS 


The Western Insurance Bureau at a 
special meeting held in Chicago iast 
week accepted without change the agree- 
ment reached recently with the St. 
Louis agents in regard to commissions, 
territorial limitations, classification of 
agencies, etc. 
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Smyrna Fire Loss 
Called An Act Of War 


INSURERS SAVED — £20,000,000 


American Tobacco Company Brought 
Test Case; Claimed Fire Was of 
Accidental Origin 





Fire and marine writing companies 
the world over won a big victory when 
the well-known English judge, Justice 
Rowlatt, held last week that losses sus- 
tained by the American Tobacco Com- 
pany in Smyrna during the fire of 1922 
which followed the Turkish recapture of 
that city from the Greek army were re- 
sults of acts of war. The case was tried 
in London by the American Tobacco 
Company against the Guardian Assur- 
ance and other insurance companies for 
judgment, that the question before the 
£400,000. 

Justice Rowlatt held, when giving 
judgment, that the question before the 
court was whether the fire was an acci- 
dental conflagration that swept the city 
or was due to hostile actions between 
the Turks and Greeks. War losses were 
excluded from the policy, and the 
tobacco company claimed the fire to be 
accidental and consequently within the 
terms of the policy. The court declared 
in its ruling: 

“The Turks were exultant over their 
triumph. Can it be said that the fire 
was not connected even indirectly or 
remotely with the military occupation? 
I do not think it can.” 

Justice Rowlatt added that it was 
evident that the police of Smyrna had 
failed entirely to preserve order and 
that the military occupation of the city 
had brought about a state of affairs 
where there was opportunity for incen- 
diarism. “I think the evidence points 
to incendiarism,” he said. 

The Guardian case was a test suit to 
determine the liability of all insurance 
companies interested in the Smyrna fire 


CLAIM OLD COMMISSIONS 


West Virginia haenne Association Tells 
Members to Ketain Old Scale on 
October Writings; Fight Looms 

Relations between local agents in West 
Virginia and the companies they repre- 
sent are far from harmonious despite 
the Christmas season. The commission 
question is still unsettled and wont be 
cleared up until after January when 
agents make their settlements with the 
companies. Then it will be seen whether 
they have acquiesced in the new 20% 
flat commission scale or whether they 
wrote October and November business 
on the basis of the old contracts. 

The West Virginia Association of In- 
surance Agents this week advised its 
members as follows: 

“The (executive and conference) com- 
mittees were unanimous in recommend- 
ing to the agents that they continue to 
maintain their rights under their old 
commission contracts or agreements on 
all October, 1924, business and that busi- 
ness written and reported previous to 
date of receipt of ‘Third Party’ or simi- 
lar letters dated about November 1, 1924, 
notifying agents not to place business in 
the company except at 20% commission. 
If any agent feels that his contract or 
agreement has not been legally abro- 
gated by such letter of notification it 
then becomes a matter of his own in- 
dividual action and judgment. Your 
committees are still working on a plan 
to get some consideration for the agents 
and will advise you of future develop- 
ments.” 

The association also gives the com- 
panies until February 1, 1925, to come 
into line on the sole agency question. 
In exceptional cases companies will be 
permitted to maintain multiple agencies 
until March 1 but in no case after that 
date. 
loss. It is estimated that about £20,000,- 
000 were involved, and by the decision 
the insurance companies are relieved of 
this potential liability. 














‘Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 
Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 























O. J. PRIOR, President 





INCORPORATED 1868 


The Standard Fire Inseenwe Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 








Three State Bodies and Six 
Local Boards Back Nat’! Ass’n 


State associations of insurance agents 
and local boards continue to send into 
the National Association headquarters 
their endorsements of the Milwaukee 
Declaration. ‘The executive committees 
of three state associations, Georgia, Ne- 
braska and Minnesota, have acted af- 
firmatively on this well-known resolu- 
tion. The following local boards have 
also pledged their unanimous support to 
the National Association’s position: 
Syracuse, N. Y.; Shreveport, La.; Mont- 
gomery, Ala.; Nashville, Tenn.; Sioux 
City, lowa, and St. Cloud, Minn. 

With regard to the Nashville vote, the 
Srugh, Hartnett & Co. agency, which 
recently resigned its membership in the 
National Association and the Tennessee 
Association because of its fidelity to the 
liremen’s of Newark, also resigned from 
the Nashville local board when action 
was taken on the Milwaukee resolution. 


Union of Canton and Yangtsze 
to Merge; Both Admitted Here 


Two of the best-known Chinese in- 
surance companies, the Union of Canton 
and the Yangtsze, have amalgamated. 
The Union writes both fire and marine 
insurance in this country, the fire branch 
being managed by Marsh & McLennan 
and the marine branch by W. J. Roberts 
of New York. The Yangtsze is repre- 
sented by Platt, Fuller & Co. as United 
States managers and writes marine insur- 
ance only in this country. The Union 
was organized in 1835 and admitted to 
New York State in 1917. The home of- 
fice statement shows assets of £5,250,000 
and surplus funds of £1,550,000. The 
Yangtsze was organized in 1862 and has 
been entered in this country since 1907. 
Its home office has assets of nearly $6,- 
000,000 and surplus funds of $2,864,000. 








It was naturally expected that the 
agency would renounce its membership. 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





FIREMEN’S 


INSURANCE CO. 


ef Newark, N. J. 


Organised 1855 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital .......*$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. 6,181,979.10 


Net Surplus... *3,501,619.22 





Tota] ........$14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*As changed April, 1924. 





ian oe 


Vice-Pres. oe West. Mgr. 


Wells T. Baseett, Secretary 


THE 
Girard F.<M. 


INSURANCE CO. 


of Philadelphia 


Organized 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 


Net Surplus. . 


2.949 854.39 
1,075,257.03 





Total .........$5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.03 











Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


ef Philadelphia 
Organised 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 


Net Surplus.... 


2,208,445 .08 
865,373.96 





Total .........$3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 








Il 


Neal 

John Kay. Vice Free. and T: 

Waite B Vice-Pres. ‘and Wee Weoet. Mgr. 
Thos. A. Hathaway, Seerstary 

A. H. Hassinger, Scavetery 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organised 1866 
Statement January 1, 1824 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
all other liabili- 
OES. cnbcies ore 2,938,245 94 


Net Surplus ....1,819,295.35 





Tota) .........$4,757,641.29 
Surplus to Policyhelders, 
$1,819,295.35 
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Bowen, Perry & Fobes Ask 
Puzzler About Rent Insurance 


Bowen, Perry & Fobes, of Syracuse, one of the leading agencies in the state, have 
written an interesting letter to insurance executives and loss experts asking them for 
information relative to a question which arose with the placing of rent insurance 
for a large assured in Syracuse. The question has to do primarily with the application 
of the co-insurance feature of the Standard Rent Form “C” in connection with partial 


losses. The question is, 


Should rent insurance under this form 
be based on gross rents in order to make 
sure of adequate coverage in event of a 
partial loss. 

The term “rental value” employed in the 
letter of Bowen, Perry & Fobes is defined 
under the rent form referred to and is a 
part of the contract. 


The Letter 
A copy of the letter follows: 


Re: Rental Value Insurance as Per 
Form “C” Attached 

Gentlemen: Owing to questions raised 
by a large property owner here we have 
developed considerable argument and dis- 
cussion as to what should be the basis 
of sound value to comply with the co- 
insurance conditions of this form in event 
of a partial loss. 

In the first place we are assuming cer- 
tain figures which our client presented, 
and which it happens represent the con- 
ditions with respect to one building which 
he owns. These figures are: gross rentals 
$40,000 per annum; rental value $25,000 
per annum. 

The first question raised is: If insurance 
is based on rental value, that is $25,000 
per annum would the insured recover in 
full up to the amount of insurance in 
case of a partial loss. 

The second point raised is: If the insured 
carries an insurance in excess of the an- 
nual rental value, say insurance for $40,- 
000 instead of $25,000 would he recover 
at the rate of $25,000 per annum not ex- 
ceeding the amount of insurance in event 
of a total loss claim when the time re- 
quired to rebuild exceeded a year. 

To give you an idea of the point of 
view of some of the companies we quote 
from a letter written by an executive of 
a large company of high standing. 

Where insurance is carried only in the 
amount of the rental value as defined in 
the form, namely $25,000, and a partial 
loss occurs, the assured will collect his 
entire loss even if there can be no reduc- 
tion in fixed charges and expenses. It is 
usually true that in a partial loss continu- 
ing expenses will be disproportionate to 
what they would be in a total loss. The 
form provides that the company shall be 
liable for no greater proportion of any 
loss than the amount of the policy, namely 
$25,000, bears to.the annual rental value, 
namely $25,000. Thus in the case cited 
the company will be liable for 25/25 of 
any loss whether or not there are any 
expenses which can be discontinued, limited, 
of course, to the face of the policy. 


Where the rental value as defined in the 
form amounts to $25,000 per annum and 
the assured maintains insurance of $40,000, 
he will recover $40,000 provided the time 
required to replace the building sufficient- 
ly exceeds one year. In other words the 
form covers loss of rental value as defined 
therein and while co-insurance is based on 
annual rental value there is nothing in the 
form limiting the liability of the company 
to twelve months. The company would 
be clearly liable under the form for rental 
value at the rate of $25,000 per annum 
for the length of time necessary to replace 
the building. Thus under the conditions 
mentioned $40,000 would be collectible if 
it required 1-15/25° years for replacement. 
Whether or not this was the intention 
of the framers of the form we can not 
say, but it unquestionably is the effect of 
the form. The strictly orthodox form 
would base co-insurance on the rental 
value of the premises for the time neces- 
sary to replace them if totally destroyed, 
but that form “C” does not do so with 
respect to buildings requiring more than 
a year for replacement is doubtless at- 
tributable to the fact that there are so 
few such buildings that the matter is of 


too small importance to be provided for 
in the form. 


The majority opinion appears to be that 
insurance based upon the annual rental 
value complies with the co-insurance con- 
ditions of this form for partial losses. 
There are adjusters, however, who main- 
tain that insurance required to satisfy the 
conditions of the co-insurance clause for 
partial losses should be the determined 
rental or gross rents. There are still 
others who believe that technically insur- 
ance should be based on the gross rents 
to take care of partial losses but do not 
believe an Insurance Company would get 
very far in Court if such Company were 
to hold to this construction of this co- 
insurance clause. 

There are two influential companies in- 
cluding the one from whose letter we quote 
who are perfectly willing to accept full 
annual rental value as the basis of in- 
surance. 


We shall value your opinion highly and 
will greatly appreciate an early reply from 
you. 


Allen E. Clough Answers Query 


of Bowen, Perry & Fobes 


THE EAsTERN UNDERWRITER asked one of the leading loss experts of New York 
City, Allen E. Clough, secretary of the loss committee of the New York Board of 


Fire Underwriters, if he would answer the interrogatory letter sent out by Bowen, 
Perry & Fobes about Standard Rent Form “C.” 
Mr. Clough’s analysis of the situation follows: 


I fear your correspondent has gone 
somewhat afield because, if I read his 
letter and memorandum correctly, 
seems to view a rental value form “C” 
policy as a valued policy, which it cer- 
tainly is not. 

The amount recoverable under such 
a policy might vary widely whether the 
loss on a building, which would justify 
gross rentals of $40,000 per annum, were 
$500, $20,000 or essentially total, and also 
the conditions might be very different 
whether the building were of ordinary 
construction, which would lead to a con- 
siderable damage throughout it by fire 
and water in the event of a moderate fire 
on one floor, or if the building were es- 
sentially so-called fireproof, and its floors 
fortunately essentially waterproof, 
that the fire on one floor might 
damage very much the other floors. 

In other words what proportion of the 
charges and expenses would not neces- 
sarily continue and therefore not be 
properly allowed for in the adjustment 
of a loss on rents. A rental value policy 
is no less a contract of indemnity than 


so 
not 








the United States 


to do so. 


you particularly. 


Budget. 


be sent on request. 


Uncle Sam and President Coslidge 


Keep Budgets—Why Not You? 


Vice-President Elect Charles G. Dawes earned 
national acclaim by working out a budget for 
Government. 
adopted as the only practical plan of reducing 
unnecessary Federal expenditures and of know- 
ing the financial status of the nation. 


President Calvin Coolidge says that he keeps a 
personal budget and runs his home on that basis. 
He believes in it for himself and for others. 


Business men and practical women (of large as 
well as of small income) have put their homes 
on the budget basis, or believe it a good thing 


If you have found the budget system easy to 
operate at home, we believe a copy of the JOHN 
HANCOCK BUDGET SHEETS would interest 
If, like some others, you 
believe a budget is too much trouble, then we 
want you to see how simple is the John Hancock 


This would help you to start 1925 along the right 
lines. Without charge or obligation a copy will 
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other forms of policies written under the 
Standard New York Form. 


An Opinion by George Richards 


Some years ago we sought an opinion 
as to liability under a rent policy from 
Mr. George Richards, a well-known in- 
surance attorney, of Richards & Affeld, 
and in that opinion he said as follows: 

“The contract is one of actual indemnity only, 
and within limits specified. The fire is not by 
legal inference to be transformed into a source 
of gain. Public policy and the express phrase- 
ology of the contract, both, prohibit. The 
casualty named is to be regarded as a misfor- 
tune rather than a blessing. The gross rental 
of the occupied portions of the building, when 
ascertained, embodies a figure convenient for 
reference, since it represents the gross receipts 
from which, in order to arrive at the proper net 
result, to wit, ‘the actual loss sustained,’ any 
proper deductions in favor of the underwriters, 
according to the circumstances disclosed in each 
case, must be made. Such deductions will nat- 
urally include expenses of any sort, if saved and 
eliminated by the occurrence of the fire, for ex- 
ample, for power, for lighting, for heating, for 
repairs or other items which must be taken into 
the account to establish by lawful evidence ‘the 
actual loss’.” 

The form specifically referred to Mr. 
Richards was the Exchange Form (oc- 
cupied only), but these comments are 
no less pertinent with reference to Form 
“C” which uses the words “any loss that 
may occur,” which must mean the same 
as “the actual loss sustained.” 

The United States Supreme Court 

sweepingly approves the principle of in- 
demnity as in the case of Chicago, etce., 
R. Co. vs. Pullman Car Co., 139 U. S. 
79, 88: 
_ “The general rule of law (and it is obviou® 
justice) is, that where there is a contract of in- 
demnity (it matters not whether it is a marine 
policy or a policy against fire on land or any 
other contract of indemnity), and a loss happens, 
anything which reduces or diminishes that loss 
reduces or diminishes the amount which the in- 
demnifier is bound to pay.” 


Hartford Fire 

The New York Court of Appeals in 
Rickerson against Hartford Fire, 149, 
N. Y., 307,313, state: 

“No rule, in the interpretation of a policy, is 
more fully established, or more imperative an 
controlling, than that which declares that, in 
all cases, it must be liberally construed in favor 
of the insured, so as not to defeat without a 
plain necessity his claim to the indemnity, 
which, in making the insurance, it was his ob- 
ject to secure. When the words are, without 
violence, susceptible of two interpretations, 
that which will sustain his claim and cover the 
loss must, in preference, be adopted.” 

This carefully written paragraph sets 
forth not only the rule, but the limit to 
the rule. It is indemnity, and indemnity 
only, that is to be secured. If the lan- 
guage of the policy permits, the loss is to 
be recovered, but no more than the loss. 

Your correspondent says gross rents 
$40,000 per annum, rental value $25,000 
per annum. 

First question: If insurance is based 
on rental value would the assured re« 
cover in full up to the amount of insur 
ance in case of a partial loss. I do nef 
know what he means by “recover in full 
in case of a partial loss,” but presuming 
that he means a full pro rata part of tho 
insurance, depending upon the time when 
the building with reasonable diligence {Ww 
again rendered tenantable, I would say 
yes, subject, however, to any deduction 
which might properly be made because 
of a cessation of any upkeep expense@ 
which were not necessary during the time 
that the repairs were being made, the 
insurance representing at the time of the 
fire the actual rental value. 


Rickerson vs. 


The Question of Time or Reconstructicy 
Limit 

Second point raised: Form “C” s332 
“although the period may extend beyone 
the termination of this policy.” Ther i 
nothing in the policy form which lin:its, 
the time of reconstruction or the time 
during which rental value insurance can 
be collected, to a year. Of course, it is 

(Continued on page 34) 
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“Help us to fight fire with slogans!’ said the Na- 
tional Fire Protection Association. ‘Help us to boil 
down warning and instruction in a few forceful words 
that will impress the public with the menace of this 
great danger and rouse it to action.” 

The Glens Falls Insurance Company recognized 
that this desire involved public service and responded 
by offering prizes of $2,000 for the best Fire Preven- 
tion slogans. The result was extraordinary. From 
all parts of the country there poured in a flood of more 





Seven Prizes of $50 Each 


Mrs. J. F. Lawson, Little Rock, Ark. 
Slogan—The Fire Fiend Fattens on Faulty Flues 
Mrs. Jessie M. Newman, Topeka, Kansas 
Slogan—Do Your Part and Fire Won't Start 
Miss Annie L. Stansfield, Holyoke, Mass. 
Slogan—Fire Feeds on Careless Deeds 
Mrs. O. E. Bunter, Geneva, N. Y. 
Slogan—Let's “Blaze the Way” to Keep the Blaze Away 
M. E. Wright, Colorado Springs, Colo. 
Slogan—The Little Fire You Leave May Leave You Little 
M. Brettingham, Montreal, Canada 
Slogan—Liberty Does Not Stand for Carelessness, 
Although She Holds a Torch 
Wallace T. Bassett, Hartford, Conn. 
Slogan—Help Keep America From ‘Going to Blazes” 
Guard Against Fire 


Ten Prizes of $25 Each 


Francis R. Bentley, Oak Park, Il. 
Slogan—Fear bire and Prevent It 
Janet Spencer Richmond, New Rochelle, New York 
Slogan—Fire Ils An Upstart; Keep It In Its Placel 
M. L. Jordan, Bloomville, Ohio 
Slogan—What Fire Destroys Never Returns 
H. A. Woelffer, Chicago, Il. 
Slogan—Abolish Hazards—And You Abolish Flames 
Miss K. Banks, Berkeley, Calif. 
Slogan—Remember the Ember! 
E. C. Duckworth, Clarendon, Va. 
Slogan—Fire'’s a Menace—Kill It With Caret 
Daniel J. Collins, Charlestown, Mass. 
Slogan—Fires are Rare When Care is There! 
Molly Marson, New York City, N 
Slogan—Fire Prevention is Self Protection 
Jack Furcron, Camden, S. C. 
“~ Bank Your Fire as Carefully as You Do Your 
Jollarsy 
Miss Goldie Bezold, Sheridan, Wyoming 
Slogan—A Match May Be Down But Not Out 


Thirty Prizes of $10 Each 


Mrs. Georgiana Flinn Warner, St. Johnsbury, Vt. 
Slogan—Fire is a Glutton; Help Starve It! 
Chas. B. Stackhouse, Mobile, Ala. 
Slogan—A Careless Smoker is a Fire Provoker 
Theo. L. Bayer, Lewistown, Montana 
Slogan—Patriotic People Practice Fire Prevention 
Mrs. J. S. Knaur, Denison, Texas 
Slogan—Why Work and Save to Burn 
Miss Alice Stovall, Jacksonville, Florida 
Slogan—In the moonlight it looked like a Mansion, 
Resplendent from Cellar to Dome. 
But a Revealed what the Builder Con- 
cealed, 
T'was a Hazard Instead of a Home. 
Carl S. Young, Volney, Va. 
Slogan—Sowing Matches—Reaping Ashes 
Gladys Carls, Racine, Wisconsin 
Slogan—Prevention Takes the Ire Out of Fire 
Mrs. E. H. Crowder, Colorado Springs, Colo. 
Slogan—A Dead Camp-Fire Means a Live Forest 
Mary B. Day, Chicago, Il. 
Slogan—Safety Ever, Fires Never 
Mrs. Ethel M. Rice, Cliftondale, Mass. 
Slogan—Fire Sweeps Where Carelessness Creeps 



































than 150,000 slogans, every one of which will become 
the property of the National Fire Protection Associa- 
tion for use in fire prevention work. Thus, every con- 
testant, whether a prize winner or not, has made a 
contribution to the cause of public safety, We thank 
them all and congratulate the 100 lucky winners, 
among whom are men, women, boys and girls living 
in eighty-nine towns and cities in forty different states 
and in Canada. 





Thirty Prizes of $10 Each—continued 


T. L. Spencer, Atlanta, Ga. 
Slogan—Guard the Match From Rat and Mouse and Save 
a Barn, a Store, a House 
F. G. Willcox, Holyoke, Mass. 
Slogan—There Must Be No Pacifists in the War Against 


Fire 
Mrs. W. H. Moore, Crowley, La. 
Slogan—Park Your Matches in a Safety Zone 
Mrs. A. W. Southard, Helena, Ark. 
Slogan—Smoke From a Burning House is Incense to the 
Gods of Carelessness! 
Mrs. J. D. Barlow, Pineville, Ky. 
Slogan—Cheaper to Examine the Flue Than Build Another 


House 
Mrs. Pauline E. Bates, Blackwell, Okla. 
Slogan—Better a Dollar Spent in Fire Protection Than 
Dollars Lost for Lack of It 
Sol. Kashins, New York City, N. Y. 
Slogan—Fire Prevention is the Difference Between Care 
ore and Careless 
Mrs. E. H. Hall, Eugene, Oregon 
Slogan—Check Your Fires and Save Your Cheques 
M. S. Anderegg, Oberlin, Ohio 
Slogan—Where Children Are Taught, Fires Will Be Naught 
Leona Phipps, Texarkana, Arkansas 
Slogan—When Flames Go Up, Nations Go Down 
Mies Belle Taylor, Austin, Texas 
Slogan—Use Soap and Water to Get Things Clean, 
It is Safer and Cheaper Than Gasoline 
G. R. Edwards, Scranton, Pa. 
Slogan—The Business End of a Match May Be the End of 
a City’s Business 
Mra. S. F. Zealear, Oceanside, Calif. 
Slogan—Better a Dead Coal Than a Dead Loss 
Gilbert I. Jackson, Washington, D.C. | 
Slogan—The Time to Put Out a Fire is Before You Drop 
the Match 
Miss Rebekah M. Hartness, Colorado Springs, Colo. 
Slogan—Fires “‘Are Made By Fools Like Me, But Only 
God Can Make a Tree” 
Helen V. Grady, Philadelphia, Pa. 
Slogan—Guarded Lights Mean Guarded Lives 
Mr. George H. Anderson, Springfield, III. 
Slogan—Crowding the Furnace Too Much on a Cold Day 
May Crowd You Out of a Home 
Beryl M. Allen, Cullom, Il. 
Slogan—Suspect and Inspect But Do Not Neglect 
Abraham I. Weinberg, Baltimore, Md 
Slogan—Prevent Fire by ‘‘Firing" Carelessness 
G. K. Monroe, Sidney, Ohio 
Slogan—Haphazard is Oftimes a Fire Hazard 


Fifty Prizes of $5 Each 


William H. Black, Kansas City, Mo. 
Slogan—Careless Hands are Firebrands 

Gladys A. Gile, Weymouth, Mass. 
Slogan—Don't Make Light of the Match 











“Old and Tried” 
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E WINNERS! 









First Prize, $500 


Mrs. W. Cary Matthews, New Orleans, La. 


Slogan—Answer the “Burning Question” with Fire Prevention 


Second Prize, $250 


Nancy Buckley, San Francisco, Calif. 


Slogan—A Burning House is a Burning Shame 


Third Prize, $100 : 


C. P. Elliott, New York City. 





Fifty Prizes of $5 Each—continued 


J. Dolet, Winsted, Conn. 
Slogan—Fire is a Slow Starter—But—A Good Finisher— 
Beat It at the Start 
Mrs. Martha D. Boatright, Cordele, Ga. 
Slogan—Chaperone Your Own Fires 
Carlyle R. Earp, Baltimore, Md. 
Slogan—*' Buts”’ are Safer in Sentences Than in Waste 
Baskets! 
Robt. W. Rollands, Cleveland, Ohio 
Slogan—Fire Fire First Before Fire Fires You 
Mrs. Charles Banister, Cherokee, lowa 
Slogan—Be Careful of Your Wires, 
Watch Your Chimney Too, 
You've Seen Disastrous Fires, 
Why Let It Happen to You 
William B. Sinn, Patchogue, L. I., New York 
Slogan—Common Sense Saves Burnt Dollars 
Mrs. A. K. Cass, Grants Pass, Oregon 
Slogan—Just Go Ahead and Set the World on Fire 
If You Can, But Use Brains Instead of Matches 
Myrtle Langguth, Oak Park, III. 
Slogan—Preventing a Fire in Time May Save Your Home 
Or Maybe Mine 
H. A. Fanckboner, Terre Haute, Indiana 
— —When Men Strike They ‘‘Go Out"; But Matches 
ion't 
Earle A. Humphrey, Jr., Goldsboro, N. C. 
Slogan—Cigarettes are Irresponsible, Do Not Let Them Go 
Out Alone 
Mrs. Janet Butler, Oakland, Calif. 
Slogan—Remember—Fireproof Does Not Mean Foolproof 
F. H. Richards, Santa Fe, New Mexico 
Slogan—A Match is a Useful and Wonderful Tool 
Not a Plaything Designed for a Child or a Fool 
Francis S. Cross, Port Jervis, N. Y 
Slogan—Some Are Firewise, 
Some Are Otherwise, 
What Are You? 
Mrs. G. F. Billings, Lebanon, Missouri 
Slogan—Clean Flues Keep the Home Fires Burning 
Mrs. Joe L. Shannon, Arkansas City, Kansas 
Slogan—Precaution is the Master of Fire 
Lydia M. Bowen, Saranac, N. Y. 
Slogan—Don't Blame the Match, You Should Have Used 
Your Head 
Elizabeth G. Nulty, Norwood, N. Y. 
Slogan—Watch the Sparks—They’re the Children of 
Destruction 
Mrs. William A. Robertson, East Orange, N. J. 
Slogan—Pour Oil on Troubled Waters, But Never on Your 
Fire 
Agnes Volentine, Glendale, Ariz. 
Slogan—An Inch of Flue Repairs is Worth a Mile of Fire 
Hose 
W. M. Kenny, Peoria, III. 
Slogan—Make a Little Use of Your Thinking Apparatus 
and You Will Have Little Use for Your Fire Apparatus 
Harry D. Wethling, New York City, N. Y 
Slogan—Be a Hero Not a Nero 





Slogan—Fire Waste Can Never Be Replaced 
















Fifty Prizes of $5 Each—continued 


Mrs. C. R. Swenson, Kasota, Minn. 
Slogan—A Match Snuffed Out Puts Fire to Rout 
Harry A. Whipple, Glens Falls, New York 
Slogan—The End of a Perfect Cigarette May Start a Con- 
flagration 
Edna Metheney, Morgantown, W. Va. 
Slogan—Matches, Like Gossips are Very Ill Bred, 
What They Stir Up is Sure to Spread 
H. E. Martin, Clarksville, Tenn. 
Slogan—Fire isa Welcome Visitor, But Always See It Out 
G. F. Aiken, Riverside, R. I. 
Slogan—When Your Match “Goes Out" Be Sure That It 
Can't “Come Back" 
Miss Doris Greely, Atlanta, Ga. 
Slogan—The Fire Thief Can Not Pick a Prevention Lock 
Kathleen Coonen, Jacksonville, Il. 
Slogan—Use Caution—It Beats Blazes! 
Jessie F. Lias, Payette, Idaho 
Slogan—Prevention is ‘‘a Stitch in Time Which Saves 
9,999" 
1. G. Hoagland, New York City, N. Y. 
Slogan—Electric Irons May Be Sad Irons If You Don't 
Watch Out 
Emma Bartlett, Exeter, N. H. 
Slogan—Spy for Sparks 
W. D. Long, Biltmore, N. C. 
Slogan—In Every Fire There isan I That Might Have Pre 
vented It 
Mrs. Flores Mankin, Pocatello, Idaho 
Slogan—Prevent Fires by Watching Yours 
A. L. Ross, Rochester, N. Y. 
Slogan—Has a Match a Brighter Head Than Yours? 
E. J. Marsh, Santa Barbara, Calif. 
Slogan—Fire, Faithful Friend, Fearful Foe 
Harold E. Hanson, Stoughton, Wisconsin 
Slogan—One Man's Fire May Bankrupt Fifty 
Lt. T. F. Magner, Bridgeport, Conn. 
Slogan—Say It With Safety and Save the Flowers 
Mrs. C. A. Jones, Wapato, Washington 
Slogan—Don't Flirt With Fire 
G. L. Pettibone, Rockford, Il. 
Slogan—Gasoline Develops Horsepower—Use Horse Sense 
’ in Handling It 
Mary Elizabeth Campbell, Milford, Conn. 
Slogan—Help Blaze the Way to a Blazeless Day—Banish 
lire Hazards 
Marcella Harty, Savannah, Ga. 
Slogan—Picnic Fires Are Lots of Fun, 
But Put Them Out When You Are Done 
Mrs. John Eklund, Anaconda, Mont. 
Slogan—You Don’t Need to Bein the Army to Protect 
Your Country; Put Out That Camp Fire 
Clara H. Weeks, New Bedford, Mass. 
Slogan—Fire Controlled is Friend Indeed; Uncontrolled, 
a Terrible liend 
Roy A. Brenner, Greenville, Pa. 
Slogan—Smokers, Be Careful Where You Throw Those 
Stubs, 
And Don’t Be Classed With the Arson Dubs 
Miss Adelaide E. Lyttle, Newport News, Va. 





Slogan—Fire—lIts Cure is Costly! 





Founded in 1849 











Its Prevention Cheapl 

Elsie M. V. Peters, Greenville, S. C. 

Slogan-—Poke the Fire, Don't Oil It! 
Arthur Apel, Oshkosh, Wis. 

Slogan—Preventing Fires the Year Around Reduces the 

Fire Loss in Your Town 

Max O. Beyer, Toledo, Ohio 

Slogan—Play With Fire and Fire Will Get You 
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CHAS. E. CHASE. cnginman 


HAIRTF ORD FIORE IINSOIRANCE COMPANY 


J. CLYDE PORT INSURANCE AGENCY 
HUNTINGDON. PA. 


Hartford Fire Insurance Company, 
Hartford, Connecticut. 





Attention: Advertising Department. 
















Gentlemen; 
THROUGH the courtesy of the 
J. Clyde Port Insurance Agency 
this letter—taken from the files of 
the Hartford Fire Insurance Com- 
pany—is reproduced on this page. 










RE; No. 2366-J.A-Weller 










4m sending you the daily report for the above 
policy and would say that this premium could be 
directly credited to your ad which offers the 
farmers a free copy of your inventory book called 
"My Property” and you may rest assured that your 
assistance is appreciated. 







Very truly yours, 
J. CLYDE PORT INSURANCE AGENCY 


DVERTISING that increases an agent’s business shows actual sales 
streneth as well as careful preparation. The Hartford Fire Insur- 
ance Company offers its representatives many varied forms of advertising, 
planned to reach prospects in particular fields. Selling to the farmer 1s 
often regarded as a hard problem, but the letter shown above proves that 
the Hartford advertising, planned to reach farm prospects, brings in 
business to the local agent. 






This is but one phase of the valuable service offered to Hartford agents. 


HARTFORD FIRE INSURANCE COMPANY 


on an HARTFORD, CONNECTICUT 





Insurance Policy 
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How Armour & Co. Cuts 
Cancellation Losses 


SPREAD EXPIRATION DATES 





Avoid Need for Cancelling Policies in 
Middle of Policy Year and Incur- 
ring Short Rate Losses 





Large industrial concerns with con- 
stantly varying amounts at risk under 
large fire insurance policies face the 
problem of periodic over or under in- 
surance. One way to meet this difficulty 
is to increase the protection arbitrarily 
when more is needed and to cancel it off 
when the floating supply of stock on 
hand has been reduced. However, this 
involves a loss to the assured through 
cancellation at short rates, which does 
not provide for a pro rata return of 
premium. How Armour & Company, 
meat packers at Chicago, get around this 
cancellation loss by reducing it to the 
minimum is told by D. C. Von Behren. 
head of the insurance department, in 
the business magazine, “System.” 

Following is Mr. Von Behren’s article: 

“By spreading out the expiration dates 
of policies throughout the year, instead 
of having them all expire on the same 
day, Armour and Company is able at all 
times to adjust the expense of its insur- 


ance proportionately with its widely 
fluctuating inventories. 
“This plan, which our organization 


considers vastly superior to the arrange- 
ment where all policies expire simultane- 
ously, is especially advantageous for any 
enterprise subject to sudden influxes of 
raw material which must be covered, or 
to sudden diminution of finished pro- 
duct upon which it would be wasteful 
longer to carry insurance. 

“We have some $12,000,000 worth of 
buildings, equipment, and fixtures at Chi- 
cago upon which the insurance is fairly 
constant. However, the value of the raw 
material—the slaughtered cattle, hogs, 
and sheep—in them, and the value of the 
finished product—fresh meats, smoked 
meats, lard, by-products, and so on— 
in storage preparatory to shipping may 
easily vary between almost nothing and 
about $6,000,000. 

“As the receipts of live stock are en- 
tirely out of the company’s control, our 
raw-material inventory is likely at any 
time to shoot up suddenly without 
motive. The manufactured products, 
too, are likely to decline rapidly almost 
without warning, although we can fore- 
see this a little more clearly than the live 
stock receipts. Hence, were we to follow 
the plan of renewing all of our insurance 
on the same day-and having it all ex- 
pire at the same time, we would be con- 
tinually ( anceling policies at inopportune 
times to nsep the total amount of insur- 
ance proportionate to the constantly 
fluctuating inventory. This would entail 
considerable loss from having to pay 
short rates. Furthermore, should in- 
ventories rise—the insurance being fixed 
—to the point where a fire damaging 
only a portion of the actual stock would 
yet cause a loss larger than 50 per cent. 
of the protection carried, we should lose 
the policies affected, and have to get 
new insurance altogether in ‘place of 
them. 

Plan Armour Follows 


“The plan we follow, however, is to 
arrange the expiration dates of all 
policies so that some of them are wind- 
ing up every month. The building and 
machinery policies expire always on the 
thirtieth of the month, while the stock 
policies expire a year from the date 
acquired. 

“By this principle, whenever our in- 
ventories rise we take on additional in- 
surance to cover them. But when they 
fall, it is not necessary to take a big 
loss in unearned premiums by cancelling 
any of them. Since one or more policies 
are expiring every month, the insurance 
can be reduced without loss simply by 
selecting a policy equal to the amount of 
the reduction desired and not renewing 
it. 


“When the necessity for reduction 
occurs on the first of the month and the 
policy of the right size does not expire 
until the last of that month, we permit 
the insurance to remain in force until 
expiration. We constantly keep in mind 
the fact that the short rate loss ratio 
reaches the peak at six months after 
the policy is written, the loss amounting 
in unearned premiums to 20 per cent. 
This loss is proportionately less for each 
month wherein cancellations are made 
down to the eleventh month; then it 
amounts only to 5 per cent. 

“Thus, while we are not able to avoid 
cancellation losses altogether, our total 
loss from this source does not run over 
5 per cent., since we never have to can- 
cel any policy longer than a month away 
from the date when it would expire. 

“By following this plan Armour and 
Company is always fully protected with- 
out being at any time overinsured, and 
this in face of the fact that the actual 
amount of assets requiring insurance is 
changing all the time.” 





MADE METROPOLITAN MANAGER 





Walter C. Howe Heads New York Of- 
fice of L. & L. & G.; In Insurance 


Twenty- three Years 


The Liverpool & London & Globe has 
announced the appointment of Walter 
C. Howe as manager of the New York 
metropolitan department, from January 
1, 1925, to succeed Charles L. Purdin 
whose appointment as deputy manager 
of the company at New York was re- 
cently announced. 

Mr. Howe began his insurance career 
in the office of the Niagara Fire twen- 
ty-three years ago and after filling va- 
rious positions with that company, in- 
cluding map clerk and examiner, be- 
came special agent and during the San 
Francisco fire acted as cashier for that 
company. In 1908 he went with the 
Great American and American Alliance 
as special agent during which time he 
served on the sprinklered risk commit- 
tee of the Underwriters Association of 
New York State. He was also a mem- 
ber of the executive committee and the 
conference committee. 

In 1909 Mr. Howe entered the service 
of the L. & L. & G. and its subsidiary 
company, the Star, of America, as spe- 
cial agent in central and western New 
York where he served until 1920 when 
he was called into the office as an un- 
derwriter for New York State. In 1922 
he was appointed assistant manager of 
the New York metropolitan department. 





NIAGARA TO BUY COMPANY 





Makes Offer for Controlling Interest of 
Maryland Motor Car; to Have 
It Write Fire Lines 


The Niagara Fire has made an offer 
to purchase the stock of the Maryland 
Motor Car of Baltimore, according to a 
Baltimore newspaper, and the board of 
directors of the latter companies have 
advised stockholders to accept the pur- 
chase bid. It is the reported purpose 
of the Niagara to amend the Maryland’s 
charter to allow it to write all lines of 
fire insurance through its present agency 
force located in forty-four states. The 
executive offices of the Maryland are to 
remain in Baltimore and _ President 
Charles B. Reeves will continue to hold 
his position. The Maryland Motor Car 
has assets of over $1,161,000 and a sur- 
plus of over $154,000. The Niagara is 
offering $95 a share for the controlling 
stock. 





REPRINT LARDNER’S STORY 


In the current issue of “The Hartford 
Agent” published by the Hartford Fire and 
the Hartford Accident & Indemnity, is re- 
printed a story written by Ring Lardner, 
the humorist, originally printed in the 
Hartford Courant and other papers, called 
“The Sad Tale of the Village Fire.” 








Chartered 1811 


NEW ARK 


FIRE INSURANCE COMPANY 


Newark, N. J. 


$5,207,441 


SURPLUS TO POLICY HOLDERS 
$1,921,968 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


A, R. MONROR, President 


T. L. FARQUHAR, Vice-President & Secretary 








CRUM AND FORSTER 
110 WILLIAM STREET—-NEW YORK CITY 
REPRESENTING 


The North River Insurance Ce. 
New York 

Richmond Insurance Company 
New York 


United States Merchants & Shippers 


Insurance Company 


New York State Fire Ins. 
Albany, N. Y. 


Union Fire Insurance Co. of Buffalo, 


New York 


F. M. Gund, Manager, Western Depart- 


ment, Freeport, Illinois 


Hines Brothers, Managers, Seuthern 
Department, Atlanta, Georgia 


Co. 


of United States Fire Insurance Co. of 
New York 

ef British America Assurance 
Toronto, Canada 


Co. of 


Western Assurance Company ef 
Toronto, Canada 
ef Potomac Insurance Company of 


Washington, D. C. 


United States Underwriters’ Pelicy 
of New York 


W. S. Jackson, Manager, Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, Nerth 
Carolina Dept., Durham, Nerth 
Carolina 














Organized 1859 
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Insurance Company 
of America. 


Head Office: 709 Sixth Avenue, N. Y. 
Western Dept.: 207 North Michigan Blvd., Chicago, IIL 


STATEMENT JANUARY 1, 1924 


SURPLUS TO POLICYHOLDERS..... 


FIRE - MARINE - AUTOMOBILE. - WINDSTORM - TORNADO - SPRINKLER 


LEAKAGE - EXPLOSIO RENT 
RIO 


and RENTAL VALUES - eee BAGGAGE - 


T and CIVIL COMMOTION - USE and OCCUPAN 














° Fire, Marine, Windstorm, 
Automobile, Sprinkler Leak- 
A age, Riot and Explosion In- 

of Webartoron. 1B. surance. 
W. P. PHILLIPS, 1506 East 17th St., B’klyn, Executive Spl. Agt., NEW YORK SUBURBAN 
{a= 12 GARLAND, si4 Ei hth Ave., Brooklyn, Special Agt., NORTHERN NEW JERSEY 
F. F. BUELL, Troy EO NEW YORK STATE 
E. ” PARMELEE, wy be ee = MMII cincsntoncddatththedalekiwcnateal NEW YORK STATE 
gests, + Special ‘Agent Viddgdadastadedcns sddsdaaacskacaadedciared ee ROCHESTER, N. Y. 
E rs MORRELL, 205 Walnut Place, Philadelphia, gg POR. ccriccciaenas MIDDLE DEP’T 
GEORGE SHAW. 116 Milk St., Boston, General Agent............++. .-NEW ENGLAND 
H. H. LANDON, 374 Main St. ., Springfield, Mass., Special Agent NEW ENGLAND 
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‘ ers of what to do and not to do in hand- 
Hartford Co operates ling and storing motion picture film. A Sign of Good Protection 

Against I iim Hazards Ihese are posted in conspicuous places V1. 

in all prominent film exchanges through- Tae y > 
> out the country. ease 

15,000 THEATRES GUARDED The problem of eliminating fire 

. , : a hazards is a vast one in each separate en a 
Motion oe Py Sy ee industry and in no field is it being at- —— —— 

aati “i wane as . y tacked in more thorough going and ef- = | Craracay of [Msemauceee 

a fective fashion than in the motion pic- Writs 
Motion pictures are distributed to the turg industry. ; riting: 

fifteen thousand “movie” theatres from FIRST AMERICAN COMPANY oe a Occupancy 
1 cl rcs f ; “3 < . or 7 i TT . . 4 
film wnenaeae : son se wis emgan in _ The first insurance company in Amer- Windstar Sprinkler Leakage 
practically every large city of the coun-  jca was organized in Charleston, S. C., Semeiie ssl : 
try. They are the shopping centres for December 13, 1735, according to the Riot and Civil Commotion : 
‘ ; atre owners in their respective Columbia State. Leading men of Char- 
all the theatre owners in their respective , ate d i siatletaiacisdiaahias, 
districts. These men shop around among !€Ston organized it for the mutual in- AUG. J. LUEDKE, vice-ones Gro. P. Maver. ano vice-paus. HERMAN AMBOS. 380 vice: #018. 
IStTICtS. . « j < surance of their houses against fire.” It RE. BRANOENBURG, secy. 6 TREAS ROBERT H. MOORE, ass't saccy. A.C, MEEKER, asst sec. ape : 
the exchanges, or as 1s more generally was called “The Friendly Society” and CASH CAPITAL: ONE MILLION DOLLARS He 
the case, they may buy from the sales- pada capital of 100,000 pounds. ny 


men who travel out of these branches. 

There are few industries comparable in 
extent and importance to the distributing 
branch of the motion picture industry in 
which for the working day of nine, and 
in some places twenty-four hours, the 
employees work under such pressure for 
time. 

One inevitable result of this is that 
there is less time for a careful handling 
of the films, and the problem of safety 
is proportionately increased. 


Exchange Carries Large Stock of Films 


The exchange carries large stocks of 
films and must give what is demanded 
of any business—service. Motion picture 
theatres must get their films precisely on 
time. A dclayed shipment may cost 
hundreds of dollars. Theatres must often 
be supplied with films on very short 
notice. 

After a picture has been shown in a 
theatre it is promptly returned to the 
exchange where it is renovated, repaired, 
examined for defects and reshipped at 
once to the next user. This work is 
dispatched rapidly, usually under heavy 
pressure. 

Because of its inflammable character 
the film must be handled with care. It 
is stored in heavy vaults. It must be 
shipped*in metal cases and when in the 
exchange must not be left about exposed. 
Following its receipt from a theatre, as 
soon as it has been repaired, the film 
is either shipped out or stored in the 
vaults. 

Film exchange employees must be 
fully acquainted with the nature of the 
product they handle. They must be re- 
minded of the proper methods of work- 
ing with it so that lives and property 
will be safeguarded at all times. 


Campaign to Eliminate Hazards 


The Motion Picture Producers and 
Distributors of America, Inc., Will H. 
Hays, president, conducts nationwide 
activities to eliminate fire hazards in the 
film exchanges. 

Structural conditions are thoroughly 
gone into and housekeeping conditions 
in the film centers are repeatedly ex- 
amined by representatives of the organ- 
ization. The hazards, if any, are listed 
and then the most efficient method of 
elimination is applied. Frequent fire 
prevention and fire protection talks are 
given to the employees and to the ex- 
change managers. Every possible help 
is given to the local fire authorities to 
safeguard the property in and about the 
film exchanges. 

Fire prevention posters supplied to the 
several hundred exchanges throughout 
the country by the Hays’ organization 
constitute an important part of this edu- 
cational work. These carry in changing 
form a fire prevention message to the 
several thousand exchange employees. 


Co-operation From the Hartford 


A particularly effective set of wall 
posters has recently been furnished to 
the motion picture industry by the Hart- 
ford Fire Insurance Company of Hart- 
ford, Connecticut. They are most ef- 
fective with the striking black robed 
figure of “The Fire Demon” lurking in 
the background of each one and con- 
cise warnings, “Do’s” and “Don'ts” in the 
foreground to serve as constant remind- 
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Rafael Sabatini wrote The Sa Hawk—a thrilling tale of the sea and ships, 
of treachery and revenge, of pirates and galley slaves. Frank Lioyd trans- 
formed the story into a fascinating picture. The Fireman’s Fund contrib- 
uted to its production the protection of sound insurance. 











HE most interesting action in that romantic pic- 
fl ew: The Sea Hawk takes place in three vessels 
of 16th century design. One, a pirate ship, was once 
a sub chaser. An English frigate and a Spanish gal- 


leon are transformed schooners. 


The producers cf the picture purchased these ves- 
sels in San Francisco with the assistance of a repre- 
sentative of the Fireman’s Fund Marine Department, 
and from the time of purchase, during the trans- 


formation of the vessels and until the picture was 
completed, they were insured in the Fireman’s Fund. 

How many of the thousands who enjoy The Sea 
Hawk will realize that insurance played any part in 
its production? Probably no one outside the busi- 
ness. And yet so well has insurance adapted itself 
to the requirements of every modern enterprise that 
there is practically no field of human endeavor in 
which its support is not available. 
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Insurance District Rebuilding 


The great demand for 
insurance quarters in the 
section south of Fulton 
Street and running east 
from Broadway to and 
through Gold, and the ac- 
tion of property owners 
in meeting the require- 
ments, is being evidenced 
not only in the new struc- 
tures being planned, but 
in reconstruction of some 
of the older buildings. 
One of the reconstructed 
buildings in the section 
is the twelve and a half 
story structure at 35-39 
Maiden Lane, known as 
the Lorsch Building, and 
the work of reconstruc- 
tion there, recently com- 
pleted, presented a diffi- 
cult and extensive piece 
of rebuilding. 

There were originally 
two independent buildings 
which have now been 
made into one with one 
main entrance and com- 
munication on each floor; 
removed all old elevators 
in both buildings and in- 
stalled three new elevators. 
Otis high speed overhead 
traction tvpe; constructed 
new elevator shaft; added 
two additional stories; 
new exit facilities; re- 
construction of all water, 
gas, electric, steam, sewer, 
plumbing and fire lines; 
extension of the building 
wall providing additional 

HOPE BIgeR, NRogT* en space on each floor; cut- 

- ———- ting of over 20 new win- 

dows in the exterior walls. 

providing ideal light and 

ventilation; enlarging the stéres and providing a new rentable basement with a 

direct entrance from the street; installation of watchman’s clock system on each 

foor, burglar alarm system and Dougherty’s Detective Service; entire building 
throughout has been redecorated. 

This provides practically a new building with office space suitable for insurance 
companies. Few buildings. if any. today would be built of such expensive con- 
struction as is this and with such floor heights as 12’6” for the upper floors. 18’6” 
for the store floor and 14’ for the second floor. The floors are about 18” thick. In 
view of the low buildings not more than five stories in height adjoining this one, 
excellent light and air are afforded. All transit lines of the city as well as the Hudson 
Tubes to New Jersey are within three bloc’s of this building. The new building 
of the Home Insurance, as well as the twelve-story building adjoining the latter 
devoted to insurance, are on the same block. 





























ALBANY CLUB NEW OFFICERS 


At the annual meeting of the Albany 

Field Club held December 19 at the Al- 
banvy Club, the following officers were 
eected for the new year: George F. 
Krank, special agent of the Hanover 
Fire. president; Herman Grebert. auto- 
mobile adjuster of the General Adjust- 
ment Bureau, vice-president: J. W De- 
laney, special agent of the Liverpool & 
London & Globe, treasurer, and C. A. 
Tillotson, special agent of the London 
& Lancashire, secretary. 


TO DOUBLE CAPITAL STOCK 

The Old Dominion Fire of Roanoke, 
Va., which was organized a year or two 
ago is planning to increase its capital 
stock from $100,000 to $200,000. Appli- 
cation for authority to do this is ex- 
pected to be made to the Virginia State 
Corporation Commission shortly. The 
company reports that it has done satis- 
factory business since it began opera- 
tions. 





























WE HAVE FOR SALE 


50 Shares Carolina Ins. 


100s “ Continental Ins. 

100s Fidelity Phenix Ins. 
25 = Franklin Fire Ins. 
100“ Glens Falls Ins. 

25 “ Great American Ins. 
50 on Hanover Fire Ins. 
25 = Home Ins. 

100 “ Insurance Co. of North America, Stock and Rights 
75 New Jersey Ins. 

50 “ North River Ins. 
100 - Westchester Fire. 


INQUIRIES INVITED 


J. K. RICE, JR., & CO. 


Telephone: John 4000 ‘NEW YORK 36 Wall Street 























S. E. U. A. AGREEMENT NEARER 





Committees of That Organization and 
Non-Affiliated Companies Meet 
Here; Optimism Prevails 


Two committees, one representing the 
South-Eastern Underwriters Association, 
and the other leading non-affiliated fire 
companies writing in Southern territory, 
met in New York last week for the pur- 
pose of seeking common ground _ that 
would make possible effective cooperation 
between these important company groups. 
The non-affiliated stated the terms upon 
which they would become affiliated with 
the S. E. U. A. 

These terms were neither exorbitant nor 
prohibitory. The question of the 20 per 
cent flat commission is the main one to be 
settled and it is reported that all parties 
were agreeable in principle to that scale 
of compensation for local agents. Once 
there is a definite agreement on commis- 
sions other details will be ironed out easily 
and general harmony established in the 
South. Practically all companies aim for 
uniformity and cooperation in the South 
on reasonable terms in order to avoid com- 
mission wars and other troubles that would 
unsettle the agency field. 





To Remain Downtown 


(Continued from page 1) 


writers will have no difficulty in finding 
tenants to fill the 9.400 square feet per 
floor. In fact, the National Board and 
the rating organizations alone will take 
up six floors and their rent will be $2 a 
square foot. Some of their present 
leases are expiring in May. Other ap- 
plicants for floor space will of course pay 
more than $2, and already at least four 
different insurance companies, one of 
which is uptown. have made applications 
for floor space in the National Board’s 
building. At the present time, it looks 
prettv much as if the whole building 
will have a fire insurance ocenpancv. 

. In view of the fact that floor space 
is so easv to rent. the question has been 
raised, whv a taller skvscraper will not 
he erected. The committee. of which 
Wilfred Kurth is chairman, found early 
in its inquiries that any attempt to go 
above fourteen floors, would result in 
considerable more expense as it would 
mean heavier construction, more eleva- 
tors, more employees, etc. 











INSURANCE 
HARRY © FRV. Tr 3 Preaident 
JOHN BR. STRICH Sorry 
Vy. A RETRICK  Treasure- 


LOGUE BROS. & CO.. Ine 


7 FOURTH AVENUB PITTSBURGB 

















Many of the Leading 
Agencies in the United 
States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 
HARTFORD, CONN. 











Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. Ives, President 





Why Not You? 


Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 








‘* Then give to THE WORLD the 
best that you have and the best 
will come back to you.’’ 








1871 


$1,000,000 Capital 


Fifty-three Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1924 

















H. A. Smith, President 





S. T. Maxwell, Secretary 
F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
G. F. Cowee, Ass’t Secretary 


National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1924 


CACGREKC Rn aR eaacsudecodsesensccsasactesscacunesd $ 2,000,000.08 
RESERVE FOR ALL LIABILITIES. ............cccccccccsccccecs 20,599.377.77 
ROME RI cuidcdacdxsecscdansacdacceccsceds.aaseuassanaacante 9,101,570.S8 
CORSTIPMSEICE PRESEN UE PUNE f..-cccccccccccccccedccccceseses 500,000.00 
MIO 6 caus he bias sannadnnccnsdnssencespacacuaticcanctaateeiueuades 32,200.948.35 
TOTAL SURPLUS TO POLICYHOLDERG............sccccesees 11,661,570.58 


R. M. Anderson, Ass’t See’y 
F. B. Seymour, Treasurer 
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‘Every One a ‘Record 
of NATIONAL Progress 


if es insurance policy is an emblem of Stability. It is the steadying power back of all 
National development. It represents a great bulwark upon which the Nation con- 
d serves its prosperity and growth. 

As the symbol of an institution of Nation-wide scope, a policy of the Liverpool & 
London & Globe Insurance Company typifies the broad, enterprising character of Insur- 
ance today. Every L. & L. & G. policy is a record of National progress—each one is a 
testimonial to the confidence reposed in Insurance by the country. 
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G. & R. Loses Suit 
With Former Agent 


OVER CONTINGENT COMMISSIONS 





Widow of Deceased Agent Awarded 
$1,580 Declared to be Due Under 


Commission System 





The widow of a Globe & Rutgers 
agent has won a suit in the New York 
Supreme Court against the company for 
$1,580 covering commisssions owed her 
deceased husband under the contingent 
plan of commission payment used by the 
defendant company at the time the 
agency contract was terminated prior to 
the agent’s death. The case is that of 
Fleisch, executrix, against the G. & R. 

Following is Justice Glennon’s ruling 
in this case: 

The question presented herein involves 
the construction of a contract entered 
into between defendant Globe & Rutgers 
Fire Insurance Company and one Wil- 
liam H. Fleisch, deceased, on the 1st 
day of June, 1914. The contract con- 
tained a provision that it was to continue 
from year to year “unless terminated by 
either party.” It was terminated by 
mutual consent in November, 1920. At 
that time a new agreement was entered 
into between the defendant company and 
a partnership composed of Mr. Fleisch 
and a Mr. Siebold. It is fair to assume, 
therefore, that the agreement between 


the deceased and the defendant com- 
pany met with the approval of both 
parties. 


Under the terms of the agreement the 
deceased received a flat commission of 
10 per cent. on the amount of the net 
premiums remitted monthly to the de- 
fendant company. An additional contin- 
gent commission of 331/3 per cent. was 
to be paid “on the net results of the 
business of the agency,” owned by the 
deceased, “for each contingent year end- 
ing on the last day of February, the said 
contingent commission to be computed 
by deducting from the net premiums 
written and remitted to the company 
the amount of losses incurred on risks in 
force on the books of the company at 
said agency, whether placed there by 
present agent or turned over to him for 
supervision and attention at expiration, 
and on all risks hereafter written by said 
agent in said company, together with all 
agency expenses, including state and 
local taxes, commissions paid, licenses 
and unearned premiums on policies in 
force deducted.” 

The company, apparently with the ap- 
proval of deceased, put aside out of the 
net premiums received a reinsurance re- 
serve fund of $1,973.12 for the contingent 
year ending 1915. The money reserved, 
according to the company’s chief ac- 
countant, was to “take care of the un- 
earned premiums or any other contin- 
gency that may come up.” It represented 
50 per cent. of the net premiums re- 


-ceived from the agency. No reserve was 


put aside for the contingent years end- 
ing 1916, 1917 and 1918, as the fund re- 
served for that purpose in 1915 was 
deemed sufficient. During the contingent 
year ending 1919 deceased paid over to 
defendant the sum of $6,749.15. A new 
reinsurance reserve fund was then estab- 
lished in the sum of $3,049.12. The 
original fund of $1,973.12 was taken down 
and defendant paid to deceased com- 
missions of 331/3 per cent. and retained 
the balance for company purposes. 

The following year the deceased paid 
into the defendant*company the sum of 
$16,146.77, and the company thereupon 
established a new reserve fund of 50 per 
cent. of the amount received and paid to 
deceased 33 1/3 per cent. of the so-called 
reinsurance reserve of 1919. Prior to the 
termination of the contract, in Novem- 
ber, 1920, deceased paid over to the 
company the sum of $25,967.26. The re- 
serve fund set up previously was taken 
down and defendant paid to deceased 
33 1/3 per cent. thereof as his share of 
the fund. 

A new reserve of $12,983.63 was set 
Up at that time and is now the subject 


of dispute. After certain adjustments 
were made upon an examination of the 
books by the representatives of the par- 
ties at the close of the case, it was 
stipulated between counsel “that if 
plaintiff's contention is upheld by the 
court, then the plaintiff is entitled to 
$1,580.50. with interest from November 
30, 1920.” What the exact amount of 
the unearned premiums were does not 
appear. There is no provision in sec- 
tion 117 of the Insurance Law which 
gives the company the right to deduct 
arbitrarily from the premiums of this 
particular agency 50 per cent. or any 
percentage to cover unearned premiums. 
The section relied upon was enacted to 
protect policyholders. It refers to the 
payment of dividends to stockholders. It 
does not refer to commissions paid to 
agents for services rendered. The deduc- 
tion was based solely upon the contract 
and the construction placed upon it by 
the parties. Every time a reserve was no 
longer necessary to cover unearned 
premiums it was divided between the 
company and the agent. 


What was intended to be done with 
the money set aside as a reserve is best 
indicated by the action of the company 
in paying deceased his pro rata share 
when it was no longer necessary to keep 
the premiums deducted as a reserve. In 
view of the construction of the contract 


by the defendant company in its dealings 
with deceased on prior occasions, I do 
not see how it can now justly claim that 
it is entitled to the entire reserve fund 
which admittedly was established out of 
the premiums paid to it by deceased. Any 
other construction would be unjust to 
the widow of deceased, who as executrix 
seeks to recover the money which would 
undoubtedly have been paid to deceased 
had he lived. I am constrained, there- 
fore, to uphold plaintiff's contention 
under the stipulation aforementioned and 
to award judgment to plaintiff in the sum 
of $1,580.50, with interest from Novem- 
ber 30, 1920. Submit decision and judg- 
ment on notice. 





215TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 








GETS AMERICAN NATIONAL 
H. G. Treiss, 2 Liberty Street, has been 
appointed New York City agent for the 
American National Fire of Columbus, 
Ohio, effective January 1. Mr. Treiss 
already represents the Atwood Fire, and 
handles automobile, liability, plate glass, 
burglary and other lines of insurance. 
TheeAmerican National is affiliated with 

and managed by the Great American. 


THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 



















The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Secy. 

H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 

A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, Ine., General Agents 
Metropolitan District 


81 JOHN STREET NEW YORK 














Good Solid Prosperity 


From Portland, Oregon, and Portland, Maine, 
from Duluth and Dallas, have come orders to buy 
securities on the Stock Exchange. The wave of popu- 
lar buying enthusiasm that has kept the wires hot 
and overloaded for weeks is born of strong con- 
fidence in coming prosperity. 


Blame 1924 for being election year; blame it for 
whatever you want to—but forget it. Look ahead to 


prosperity for 1925. 


ably linked, will prosper. 


FIUDEL 

















Insurance along with all the 
widely diversified industries with which it is 


insepar- 


TY-PHENIX 


FIRE INSURANCE CQ: 


SO MAIDEN LANE, NEW YORK,NY. 


' CASH CAPITAL 
FIVE MILLION DOLLARS 


ERNEST STURM, Chairman of the Board 


NEW YORK 


CHICAGO 


MONTREAL 


PAUL L. HAID, President 


SAN FRANCISCO 
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OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
84 William Street New York City 


John H. Packard, United States Manager 


Everett W. Nourse, Assistant Manager 


From the Charter granted in 1720 to 
THE LONDON ASSURANCE—— 


“To make Assurances of Houses, Warehouses, Goods, Wares and 
Merchandise from Accidents by Fire which tends to the Publick 
Good and Security of Many who have been and may be Preserved 
from the Ruin and Impoverishment which otherwise might ensue 
from such Calamities.” 


It is only natural that with such an ideal of public service 
the Corporation has prospered and endured and by its 
record may be rated as among the very strongest of the 
world’s successful insurance organizations. This year 
marks the 52nd anniversary of the entrance of The Lon- 
don Assurance into the United States and the 204th of 
its world wide activity. A permanent dependable fire 
office that has the confidence of its agents and those with 
whom it transacts business. 





Che Manhattan Fire and Marine Insurance Co. 


84 WILLIAM STREET 
NEW YORK CITY 


John H. Packard, President 


Everett W. Nourse, Vice-President J. M. Mendell, Vice-President 


Frederick A. Johnston, Secretary Wm. Schaefer, Asst. Secretary 
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Tornado, Automobile 


New Haven, Conn. 


Marine, Hail, Use and Occupancy, Sprinkler Leakage, Riot and Civil Commotion 





Women Big Winners 
Of Glens Falls Prizes 


CAPTURE FIRST TWO PLACES 





Over 150,000 Fire Prevention Slogans 
Sent In For National 
Prize Contest 





Once again the fair sex has triumphed 
over the male! The Glens Falls which 
offered one hundred cash prizes for the 
best fire prevention slogans is paying 
more than one-half the prizes to women, 
including the first prize of $500 and the 
second prize of $250. This contest 
brought forth more than 150,000 slogans 
from men, women, boys and girls living 
in all sections of the country, the one 
hundred prize winners alone represent- 
ing eighty-nine cities and towns in forty 
different states. 


Mrs. W. Cary Matthews, of New Or- 
leans, La., won first prize with the slogan 
“Answer the Burning Question With 
Fire Prevention.” Miss Nancy Buckley, 
San Francisco, won second prize with 
the following, “A Burning House is a 
Burning Shame.” C. P. Elliott, New 
York City, won the third prize of $100 
with the slogan “Fire Waste Can Never 
Be Replaced.” 

The Glens Falls offered the $2,000 in 
prizes to aid fire prevention by securing 
apt and attractive fire prevention 
slogans. All the slogans sent in now be- 
come the property of the National Fire 
Protection Association for use in fire 
prevention work. 

At least fifty-four of the 100 prizes 
were won by women, posssibly more, as 
the list of winners gives only the initials 
of many without designating sex in all 
instances. This result is splendid evi- 
dence of the interest taken by women 
in fire prevention work. In addition to 
first and second prizes women won four 
of the seven $50 prizes; four of the ten 
$25 prizes; eighteen of the thirty $10 
prizes; and twenty-six of the $5 prizes. 
How about that for establishing 
supremacy. 

The contest was inspired by a remark 
of T. Alfred Fleming, chairman of the 
Committee on Fire Prevention Week, 
National Fire Protection Association, to 
the effect that slogans were one of their 
most effective methods of impressing 
the lesson of fire prevention. 

In addition to the 100 prizes, certifi- 
cates of honorable mention will be 
awarded to many other contestants who 
were selected for that distinction. 

The judges in the contest were T. Al- 
fred Fleming, J. H. Tregoe, secretary- 
treasurer of the National Association of 
Credit Men, and Frank R. Bell, former 
president of the National Association of 
Insurance Agents. 

Checks for the prizes were presented 
to the winners through Glens Falls 
agents in their respective towns and 
were in their hands before Christmas. 

Following are the names of those win- 
ners living in the Eastern States of the 
country : 


Prizes of $50 Each 


Annie L. Stansfield, Holyoke, 
Slogan—Fire Feeds on Careless 


Miss 
Mass. 
Deeds. 





Mrs. O. E. Bunter, Geneva, N. Y. 
Slogan—Let’s “Blaze the Way” to Keep 
the Blaze Away. 

M. Brettingham, Montreal, Canada. 
Slogan—Liberty Does Not Stand for 
Carelessness, Although She Holds a 
Torch. 

Wallace T. Bassett, Hartford, Conn. 
Slogan—Help Keep America From “Go- 
ing to Blazes’—Guard Against Fire. 


Prizes of $25 Each 

Janet Spencer Richmond, New Ro- 
chelle, New York. Slogan—Fire Is An 
Upstart; Keep It In Its Place! 

M. L. Jordan, Bloomville, Ohio. Slogan 
—What Fire Destroys Never Returns. 

E. C. Duckworth, Clarendon, Va. 
Slogan—Fire’s a Menace—Kill It With 
Care! 

Daniel J. Collins, Charlestown, Mass. 
Slogan—Fires are Rare When Care is 
There! 

Molly Marson, New York City, N. Y. 
Slogan—l'ire Prevention is Self Protec- 
tion. 

Jack Furcron, Camden, S. C. Slogan 
—Bank Your Fire as Carefully as You 
Do Your Dollars. 


Prizes of $10 Each 


Mrs. Georgiana Flinn Warner, St. 
Johnsburg, Vt. Slogan—Fire is a Glut- 
ton; Help Starve It! 

Miss Alice Stovall, Jacksonville, Fla. 
Slogan— 

In the moonlight it 
Mansion, 


Resplendent from Cellar to Dome. 

But the Daylight Revealed what the 
3uilder Concealed. 

¥’was a Hazard Instead of a Home. 

Carl S. Young, Volney, Va. Slogan— 
Sowing Matches—Reaping Ashes. 

Mrs. Ethel M. Rice, Cliftondale, Mass. 
Slogan—Fire Sweeps Where Careless- 
ness Creeps. 

T. L. Spencer, Atlanta, Ga. Slogan— 
Guard the Match From Rat and Mouse 
and Save a Barn, a Store, a House. 

I. G. Willcox, Holyoke, Mass. Slogan 
—There Must be No Pacifists in the 
War Against Fire. 

Mrs. J. D_ Barlow, Pineville, 
Slogan—Cheaper to [xamine 
Than Build Another House. 

Sol. Kashins, New York City, N. Y. 
Slogan—Fire Prevention is the Differ- 
ence Between Care More and Careless. 

M. S. Anderegg, Oberlin, Ohio. Slogan 
—Where Children Are Taught, Fires 
Will be Naught. 

G. R. Edwards, Scranton, Pa. Slogan 
—The Business End of a Match May Be 
the End of a City’s Business. 

Gilbert I. Jackson, Washington, D. C. 
Slogan—The Time to Put Out a Fire is 
Before You Drop the Match. 

Helen V. Grady, Philadelphia, Pa. 
Slogan—Guarded Lights Mean Guarded 
Lives. 

Abraham I. Weinberg, Baltimore, Md. 
Slogan—Prevent Fire by “Firing” Care- 
lessness. 

G. K. Monroe, Sidney, Ohio. Slogan— 
Haphazard is Ofttimes a Fire Hazard. 


looked like a 


Ky. 
the Flue 


Prizes of $5 Each 


Gladys A. Gile, Weymouth, Mass. 
Slogan—Don’t Make Light of the Match. 


J. Dolet, Winsted, Conn. 
Fire is a Slow Starter—But—A Good 
Finisher—Beat It at the Start. 
_Mrs. Martha D. Boatright, 
Ga. Slogan—Chaperone 
Fires. 

_ Carlyle R. Earp, Baltimore, Md. 
Slogan—“Buts” are Safer in Sentences 
Than in Waste Baskets! 

_Robt. W. Rollands, Cleveland, Ohio. 
Slogan—Fire Fire First Before Fire 
Fires You. 


Cordele, 
Your Own 


William B. Sinn, Patchogue, L. I., New 


York. Slogan—Common Sense Saves 
Burnt Dollars. 

H. A. Franckboner, Terre Haute, 
Indiana. Slogan—When Men Strike 


They “Go Out”; But Matches Don’t. 


Farle A. Humphrey, Jr., Goldsboro, 


N. C. Slogan—Cigarettes are Irre 
sponsible, Do Not Let Them Go Out 
Alone. 


Francis S. Cross, Port Jervis, N. Y. 
Slogan—Some Are Firewise, 
Some Are Otherwise, 
What Are You? 
Lydia M. Bowen, Saranac, N. Y 
Slogan—Don’t Blame the Match, You 
Should Have Used Your Head. 


__Elizabeth G. Nulty, Norwood, N. Y. 
Slogan—Watch the Sparks—They’re the 
Children of Destruction. 


Slogan— 





Mrs. William A. Robertson, East 
Orange, N. J. Slogan—Pour Oil on 
— Waters, But Never on Your 
‘ire. 

Harry D. Wethling, New York City, 
N. Y. Slogan—Be a Hero Not a Nero. 

Harry A. Whipple, Glens Falls, New 
York. Slogan—The End of a Perfect 
Cigarette May Start a Conflagration. 

Edna Metheney, Morgantown, W. Va. 
Slogan— Matches, Like Gossips are Very 
Ill Bred, What They Stir Up is Sure to 
Spread. 

H. FE. Martin, Clarksville, Tenn. 
Slogan—Fire is a Welcome Visitor, But 
Always See It Out. 

G. F. Aiken, Riverside, R. I. Slogan— 
When Your Match “Goes Out” Be Sure 


That It Can’t “Come Back.” 
Miss Doris Greely, Atlanta, Ga. 
Slogan—The Fire Thief Cannot Pick a 


Prevention Lock. 

I. G. Hoagland, New York City, N. Y. 
Slogan—Electric Irons May Be Sad 
Irons If You Don’t Watch Out. 

Kmma Bartlett, Exeter, N. H. Slogan 

Spy for Sparks. 

W. D. Long, Biltmore, N. C. Slogan— 
In Every Fire There is an I That Might 
Have Prevented It. 

A. L. Ross, Rochester, N. Y. Slogan— 


Has a Match a Brighter Head Than 
Yours? 
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100 Copies 
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Che Anoderwriter’s 
BOOK OF FORMS 


SUCCESSOR TO 


HINE’S BOOK OF FORMS 


Established 1865 


CONTAINING 
AUTHENTIC TRANSCRIPTS OF THE NEWER FORMS FOR 
WRITING FIRE INSURANCE COVERAGE, ESPECIALLY ON 
THE SO-CALLED “SIDE LINES” OF FIRE INSURANCE, 
ESPECIALLY AUTOMOBILE, CROP (FROST AND 


AND CLEANERS’ 
EXPLOSION, LAUNDRY BAILLEE, RAIN, 


RENTS, RIOT AND CIVIL COMMOTION, 
SPRINKLER LEAKAGE, ETC. 


Reprinted from forms appearing every week in 


THE WEEKLY UNDERWRITER of New York 
PRICES 


One Dozen Copies 


80 MAIDEN LANE 
New York, N. Y. 


writer’s Book of Forms,” when published, for which I agree to pay 


...) on delivery. 
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Spanish Steamer 
Held To Be Scuttled 


IN ENGLISH COURT CASE 





Testimony Discloses Common Tricks For 
Getting Rid of Vessels That 
Are Over-insured 





After a hearing lasting eleven days, a 
somewhat extraordinary case, in which 
a Spanish shipping company and their 
mortgagees claimed under an insurance 
policy for the total loss of a steamer 
(the Ramon Mumbru), has just been de- 
cided in the London courts. The under- 
writers refused to pay on the ground 
that the steamer had been cast away 
with the connivance of the owners and 
the court upholds their stand. The 
plaintiffs were Domingo Mumbru, 
Sociedad Anonima and others and the 
defendants McIntyre and others. 

Counsel for the plaintiffs said that the 
first plaintiffs, the shipping company, 
were owners of the lost steamer; the 
other plaintiffs were the Bank of Barce- 
lona, who were mortgagees of the 
steamer, and the Bank of Spain, who 
were mortgagees of the insurance poli- 
cies. The policy under which the action 
was brought was for one year from 
June 8, 1920, and insured the steamer for 
£180,000 ($800,000). The loss occurred 
on June 5, 1921, and by that date the 
value of shipping had fallen heavily and 
the steamer was not worth more than 
about £25,000 ($125,000). The loss oc- 
curred in the Mediterranean. The 
steamer had brought a cargo of coal 
from the United States to Genoa, and 
on discharging that cargo she left 
Genoa on June 3 for Barcelona. On 
the voyage there was an explosion. At 
first it was thought that the vessel had 
struck a mine, but it was then discovered 
that the explosion had occurred in one 
of the coal bunkers. The master sent 
out a distress call and headed for the 
shore. The steamer was run ashore and 
and remained there all night. The 
master got her off again next morning, 
and decided to make for Toulon. A tug 
came up and took her in town, and on 
the evening of June 5 they anchored 
not far from the shore, and the Ramon 
Mumbru then sank. 

Vessel Was Losing Money 

Joachim Cuzo, sub-manager of the 
plaintiff company said that the com- 
pany was formed in 1919 to take over 
the business and the ships of a firm, 
Domingo Mumbru, and the Ramon 
Mumbru was taken over from him at a 
value of 4% million pesetas. She was 
built in Sunderland in 1903, and was a 
splendid cargo boat. After being taken 
over she made profits on voyages in 
1919-1920, but on the last voyage be- 
fore she was lost there was a loss. It 
would have been a profit if they had 
not debited certain heavy repairs to 
that particular voyage. The policy at 
the time of the loss had nearly expired, 
and the plaintiffs were negotiating for 
a new insurance on £100,000 ($450,000) 
valuation. 

In cross examination witness ad- 
mitted that there was no employment 
in view for the vessel after she left 
Genoa, but had instructed their agents 
in the United States to try and obtain 
a charter for her. The policy was 
running out on June 8, 1921. They hur- 
ried to get the steamer discharged at 
Genoa, and paid dispatch money to 
hasten the discharge, although they had 
nothing for the steamer to do afterwards. 
He did not admit that at the time of 
the loss the steamer’s value had fallen 
to £18,000 ‘$y0,000). The company at 
the time of the loss was insolvent, but 
he did not know whether the liabilities 


then exceeded the assets by £140,000 
($7000,00). 


Counsel for the defendants asked 
leave to interpose the evidence of a 
diver whose employers required him, 
and he then called the chief diver of the 
Svitzer Salvage Company, who said that 
he went down to examine the wreck of 
the Ramon Mumbru. She was lying on 
a sandy bottom with the tops of her 
masts and her funnel showing above 
water. He found the hull apparently 
uninjured. He went into all four holds; 
he found a tank man hole cover off in 
No. 3 and two covers off in No. 4. In 
the engine room he found the tunnel 
door open and two valves open. There 
was no sign of a fire in the cross- 
bunker and no sign of an_ explosion 
anywhere. 

I-vidence from the ship was then given 
for the plaintiffs, and expert evidence 
was given that the loss of the steamer 
was probably caused by an explosion 
in the cross-bunker due to spontaneous 
combustion of the coal. 

Counsel in opening for the defense, 
submitted that it was clear that the ves- 
sel had been cast away. To begin with, 
a perfectly sound ship was driven ashore 
when there was nothing wrong with 
her; then when she was got off the rocks 
the tank covers were taken off to let 
the water in. No wireless message was 
sent out for help, and when the captain 
sent a wireless message to the owners 
that she had run ashore the owners did 
nothing to render assistance. Later, 
when the tug was towing the vessel to 
the shore, those on board dropped their 
anchor to prevent her going ashore be- 
fore she could sink. The officer on 
watch, the engineer on watch, the man 
at the wheel, and the look-out man on 
watch at the time had not been called 
by the plaintiffs. The weather was quite 
calm, and it was incredible that if, as 
alleged, the steamer was being hurried 
to Barcelona she should have been taken 
round close to the coast, far off the di- 
rect route. 

Bomb Scares Common 

Dealing with the plaintiff's story of 
the explosion in the coal bunker, which 
was said to have started the incidents 
leading to the loss, counsel pointed out 
that in scuttling cases it was common 
to have an explosion. It would throw 
the crew into a panic, and might be 
arranged by placing a small bomb some- 
where in the ship. 

Counsel for plaintiffs, submitted that 
the evidence did not establish a wilful 
destruction of the ship; but even if 
there had been an act of wilful destruc- 
tion it was an act of barratry of those 
on board and had nothing to do with the 
plaintiffs. If this vessel was really 
thrown away a less ingenious method 
of committing the crime could not be 
conceived. 
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Justice Rowlatt, presiding judge in 
the King’s Bench Division (London), in 
which court the case tried, in a long 
judgment said that the case raised issues 
of great moral and financial importance. 
As to the financial position of the plain- 
tiffs, the policy was on the point of 
running out; the ship was insured for 
£180,000, and was, in fact, worth per- 
haps £30,000. Obviously she would be 
more profitable if lost than afloat. On 
the other hand the officers of the plain- 
tiff company were being paid a salary 
by the mortgagees for managing the 
ship, and it was to their interest to keep 
her at work. Before the loss she had 
not been doing well, and the haste shown 
at Genoa to get her away to sea, was 
suspicious. The owners, at least could 
not say they were sorry she sank. 

Dealing with the evidence of the 
divers, his lordship said that the diver 
called by the defendants, who found the 
tank covers off impressed him as truth- 
ful. But it might be that someone not 
connected with the plaintiffs had re- 
moved the covers, and he therefore 
looked at the story as a whole. To be- 
gin with, on the voyage from Genoa to 
Barcelona, the ship did not take the 
normal course, but kept close along the 
coast. An explanation had been given 
of that, and he could not hold that it 
was improper. Then there was the 
story of the explosion, said to have been 
caused by gas in the coal bunker. The 
expert evidence satisfied him that such 
an explosion was very rare; and here 
the divers saw no sign of it. Then there 
was the runnnig aground, which the cap- 
tain apparently did without waiting to 
find out whether the explosion had done 
any damage. Then, when the ship got 
off, the captain had said that he was 
making for Toulon, but, in fact, he did 
not go in the direction of Toulen, but 
went south, out to sea. That was an 
eminently suspcious course. Next, when 
the tug finally got the Ramon Mumbru 
in tow, the rope broke three times on 
the Ramon Mumbru. 

Having discussed other matters, his 
lordship said that it was an unparalleled 
chapter of accidents, unlikely conse- 
quences following an unlikely explosion. 
Finally, when the tug had got the ship 
near to the shore those on board let 
go her anchor, and that delayed her long 
enough to let her sink in deep water. 
One extraordinary thing happened after 
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another, and it was impossible to resist 
the conclusion that the ship was not 
meant to survive. , 

His Lordship then discussed the ques- 
tion of connivance, and said that he had 
come to the conclusion that the casting 
away was done with the connivance of 
the plaintiffs. Judgment must there- 
fore be for the defendants with costs. 


PERCENTAGE OF COVER 








In Automobile Insurance Stock Com- 
panies Wrote 84% of Auto Pre- 
ates miums Last Year 

In an article in “The Hartford Agent,” 
C. S. Timberlake, assistant secretary of the 
Hartford Fire, discussing the automobile 
industry, said: 

“There are now 482 insurance carriers 
of all classes—stock, mutual, reciprocal, in- 
terinsurer and individual underwriter or 
Lloyds, regularly licensed and _ writing 
automobile insurance. The premiums col- 
lected by these 482 carriers last year aggre- 
gated $254,907,277 as compared with 434 
carriers writing $213,210,600 in the year 
1922 and 421 carriers in 1921 writing 
$205,576,843. The stock companies repre- 
sented 61% of the total number of car- 
riers and wrote 84% of the premium vol- 
ume. Cooperatives represented 39% and 
wrote 15.9% of the premium volume. In 
comparing these figures with 1922 we find 
that the stock companies in 1922 repre- 
sented 64.3% of the total number of car- 
riers and &5.6% of the premiums while 
the cooperatives represented 35.7% and 
wrote 14.4% of the premiums. The total 
premiums of the stock fire and marine com- 
panies was $81,531,000 and stock casualty 
$132,881,000. Of the $81,531,000 the Amer- 
ican stock companies represented $63,000,- 
000 and foreign companies $18,000,000.” 


BROKERS WANT LAW CHANGES 


New York Ass’n Votes to Answer 

Beha’s Questions; Will Attempt to 

Get Clarifying Laws 

Based upon the request of Insurance 
Superintendent James A. Beha of this 
state for information regarding insur- 
ance placed with unadmitted insurers, 
the Fire, Marine & Liability Brokers’ 
Association of New York City last week 
voted to adopt the report of the com- 
mittee recommending that brokers reply 
to all the questions submitted by the 
Insurance Department on the application 
for 1925 brokers’ certificate of au- 
thority. 

A committee has been appointed to 
confer with Superintendent Beha to 
secure the cooperation of the insurance 
department in submitting to the legis- 
lature bills making certain amendments 
to the present insurance laws which 
will permit of uniform interpretation 
and clarify some apparent inconsis- 
tencies. 
CHRISTMAS SPIRIT OBSERVED 
Christmas was observed in many in- 
surance offices in this city and vicinity 
by informal exercises Wednesday or by 
the setting up of Christmas trees which 
conveyed the spirit of the season to 
callers. The American of Newark gave 
one of the most elaborate programs 
Wednesday afternoon, in its. new audi- 
torium at the home office in Newark. 
It consisted of orchestral numbers, in- 
strumental and vocal solos, an address 
by Laurence E. Falls and remarks by 
President C. Weston Bailey of the com- 

pany. 
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CASUALTY AND SURETY NEWS 














Enlarge N. Y. City 
Conference Body 


NOW HAS MEMBERSHIP OF NINE 


Independence Indemnity and Zurich 
Added; J. S. Turn Re-elected Chair- 


man, and T. J. Grahame Secretary 








At the annual meeting of the com- 
mittee of seven New York City managers 
of casualty companies, which committee 
acts as an advisory body to the National 
Bureau of Casualty & Surety Under- 
writers, the name of the committee was 
changed to the Casualty Committee of 
New York City and the size of the com- 
mittee was changed to nine members, 
the additional members being the Inde- 
pendence Indemnity and the Zurich. 
The newly organized committee re- 
elected for its chairman John S. Turn of 
the Aetna Life; and as vice-chairman 
John C. Bunyan of the Ocean; while 
Thomas J. Grahame was re-elected sec- 
retary. 

At the time that the Casualty Insur- 
ance Exchange was dissolved the Na- 
tional Bureau of Casualty & Surety 
Underwriters approved the establish- 
ment of a Committee of Seven Com- 
panies, same to be composed of New 
York representatives of Bureau com- 
panies, to be elected annually by the 
New York representatives of the Na- 
tional Bureau members, with the definite 
understanding that this Committee 
should be consulted on all matters of 
local interest, particularly pertaining to 
methods to be adopted in connection 
with the installation of a change in rates 
in any of the lines under the supervision 
of the National Bureau and/or a change 
in any Division of the present territory, 
and in general to be heard on any mat- 
ters affecting the development or handl- 
ing of business under its supervision. 
This committee, through its chairman, to 
have the authority to call (whenever the 
occasion is deemed advisable) a general 
meeting of all companies transacting 
business within Greater New York and 
Yonkers. 


Organized Last Year 


The committee was organized late in 
1923 and consisted of the city managers 
of the following companies: A®tna Life, 
Globe Indemnity, Maryland Casualty, 
Ocean Accident & Guaranty, Travelers, 
U. S. Casualty, and in addition to the 
above, the National Bureau of Casualty 
& Surety Underwriters. ; 

This is merely an Advisory Commit- 
tee to the Bureau as to New York City 
conditions and has no power to make 
rates, rules or regulations and it has 
served a useful purpose for one year. 

At the annual meeting the former com- 
mittee of seven was re-elected for an- 
other year and, as above stated, the In- 
dependence Indemnity and Zurich were 
added and a new resolution provided that 
in the future elections three companies 
will serve for three years; three for two 
years; and three for one year. 


Discussed Burglary Police Declinations 


At the annual meeting among the 
other subjects discussed was the question 


of answering statements in burglary 
policy declinations, cancellation and 
losses. Several of the companies, it was 


pointed out, have been answering the 
statements “not stated” or with other 
improper answers which are contrary to 
the ruling of fhe National Bureau. The 
Statements in* question are as follows: 

“The assured has not sustained any 
loss or damage or received any indem- 
nity for any loss or damage by burglary, 
theft or robbery within the last five 
years, except as herein stated: 

“No burglary, theft or robbery insur- 
ance applied for or carried by the as- 


Optimistic View of 
Acquisition Cost 


SAVING IN 





EXPENSES SEEN 





Prominent Underwriter Sizes Up Situ- 
ation; Praises Inquiry by New 
York Department 





In discussing the present status of 
the Acquisition Cost agreement one of 
the best posted underwriters in the 
said to THe Eastern UNDER- 


WRITER this week: 


country 


“The savings to the companies as a 
whole have been considerable, but better 
still, the unrestricted com- 
petition has been removed with advan- 


pressure of 


tage to the companies and to their gen- 
eral agents. The general agents have 
not as a class conceded that any pressure 
has been removed, but it must follow, as 
the night the day, that if the commission 
costs to the various companies have been 
reduced, the the general 
agents has also been reduced and their 


pressure on 


own commission costs to their producers 
must have been reduced. 

“At the present moment we are feel- 
ing pretty good. The company execu- 
tives generally recognize that the rules 
have done much good and generally they 
are behind the rules. I think that Super- 
intendent Beha is favorable to the rules, 
and I am hopeful that he will see that 
they are definitely observed by all com- 
panies licensed to do business in New 
York State. Many of our general 
agents tell us that the rules have been 
an excellent thing for the business and 
I believe that the casualty business com- 
mission-wise is better stabilized today 
than any other line of insurance. 

“Just how material the savings to the 
various companies have been cannot at 
this time be determined, but such infor- 
mation will be available when the final 
figures for 1924 are in. Such savings as 
have been effected were vitally necessary 
in view of the very bad loss ratio that all 
companies have had on compensation 
business. The putting into effect of the 
rules focussed the attention of casualty 
company executives on the costs of do- 
ing casualty business, with the result 
that practically all companies have been 
showing a reduction in management ex- 
pense entirely aside from commission 
costs, which were the direct result of the 
passage of the acquisition cost rules. 

“In 1922 the casualty companies in 
their scramble for business were paying 
more than the traffic could bear. In 
1924 the companies were carrying no ex- 
cess baggage in the way of commission 
costs nor in the way of other expenses. 
Many of the extravagances that slipped 
in during the War and which had not 
been cleaned up during 1921 and 1922 
were gotten rid of during 1923 and 1924, 
and the future looks bright. 


Large Savings in Metropolis 


“The largest savings to the various 
companies have been in New York City 
where brokerage commissions had be- 
come abnormal. The New York situ- 
ation is in excellent shape and there are 
exceedingly few violations. The situ- 
ation in Chicago is not what it should 
be, but even so, is better than it has been 
for many years. The chief disturbance 
in Chicago is in connection with the 
plate glass situation. The situation in 
Detroit is also a bit out of line, but gen- 








sured has ever been declined or can- 
celed, except as herein stated.” 

It was decided to take it up more fully 
at some later meeting. 
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erally speakng the casualty companies 
have co-operated with one another and 
the casualty agents have co-operated at 
most points, and the New York Insur- 
ance Department has been exceedingly 
helpful. 

“Ex-Superintendent Stoddard un 
doubtedly started a very considerable 
reform and while he was not wholly suc- 
cessful in obtaining complete stabiliza- 
tion, he accomplished something that 
the casualty companies without Depart- 
mental assistance could not have brought 
about. He stopped unrestricted commis- 
sion competition and he brought about 
reductions that were mighty well,worth 
while. 

“Superintendent Beha, it is to be 
hoped, will keep his hand on_ the 
throttle. He has spent a tremendous 
amount of time studying the subject and 
is wonderfully familiar with the rules, 
what they have accomplished and what 
the companies still hope to accomplish 
through them. It is probable that no 
Insurance Superintendent has ever put 
in the same amount of time and energy 
on any insurance matter that Superin- 
tendent Beha has given to this acquisi- 
tion cost matter, and C. G. Smith, head 
of the Rating Department, knows the 
rules just about as well as any of the 
casualty company executives. It is a 
fine thing to find men like Superinten- 
dent Beha and Actuary Smith willing to 
study a subject as carefully as they 
have done. It speaks well for the In- 
surance Department that such men can 
be induced to take hold and fill the posi- 
tions that they occupy.” 


TO GIVE COURSE IN WRITING 


United States National Life & Casualty 
Offers Correspondence Course 
To Agents 


The United States Life & Casualty, of 
Chicago, Ill., has announced that it will 
conduct a correspondence school on let- 
ter writing through the columns of the 
“Saturday Morning Review.” The course 
will be under the direction of Dr. W. A. 
Granville. 

The “Saturday Morning Review” is 
the publication of that company with 


which ‘was recently combined the “Na- 


tional Eagle,” a monthly publication de- 
voted to accident and health insurance. 
The combined publication will cover all 
branches of the life, health and accident 
business. 





STANDARD ACCIDENT MOVES 


The Standard Accident of Detroit, 
whose general offices have been located 
at 1 Liberty Street, N. Y., has moved to 
the Federal Reserve Annex Building at 
95 Maiden Lane. The new telephone 
number is John 0111. 





CELEBRATE CHRISTMAS 


A Christmas celebration of the em- 
ployes of the American Surety was held 
on the top floor of the company’s build- 
ing last Tuesday. 


Outlines Home Office 
Organization In Talk 


AT COURSE IN SURETYSHIP 


George Hayes, Vice-President, Union In- 
demnity, Described Various Branches 
of Head Office 





In an address on home office organiza- 
tion before the Junior Course in Surety- 
ship of the Insurance Society of New 
York under the auspices of the Insur- 
ance Institute of America Monday night, 

Hayes, vice-president of the 
Indemnity, said that there was 
not much difference between the man- 
agement of a surety company and that 
of any other business. 

“To be a good surety man, a knowledge 
of law, contracts, banking and human 
nature is essential,” he said. To acquire 
this knowledge he urged that the stu- 
dents taking the course, there being 
about sixty present, study these subjects 
and read the best books on the busi- 
ress. “It is an interesting line and full 
of diversification,” he added. 

“The executive branch determines the 

policies, standards and methods of the 
company. These men are the brains of 
the business. Under the executive branch 
there are various subdivisions which, in 
turn, have their many branches. 
.“The four main divisions are the 
agency, underwriting, accounting and 
claim departments. The agency division 
is in charge of production. The under- 
writing division determines the distribu- 
tion of business. The accounting division 
handles the premiums and finances. The 
claim division settles claims. Various 
branches of the agency department, 
whose head must be a good mixer, are, 
he said: production division, branch of- 
fices, general agencies, special agents, 
sub-agents, etc. 

“In the underwriting division are the 
contract department, fidelity, judicial, de- 
pository, public official, reinsurance, mis- 
cellaneous departments, etc. Under the 
accounting division come the collection, 
statistical, bookkeeping, auditing depart- 
ments, etc. Under the branches of the 
legal or claim division are fidelity claim, 
surety claim, investigating, filing, salvage, 
engineering departments, etc.” 

Concluding his remarks, Mr. Hayes 
spoke of the shortage of good surety 
men and urged the students to make 
every effort to so acquaint themselves 
with the business that they may become 
of great value to it. 


George 
Union 


JOINS COMPENSATION BUREAU 


At a special meeting of the Compensa- 
tion Rating & Inspection Bureau, of 
New Jersey, held at the Robert Treat 
Hotel last week in Newark, the Liberty 
Mutual was elected as a member of 
the governing committee to fill the 
vacancy left by the resignation of the 
Security Mutual Casualty. 
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Beha Explains New 
Compensation Changes 


GIVES REASONS FOR ACTIONS 


Grants 10% Increase In New York State 
*Compensation Rates; Board Points 
Out Amendments 


In granting the 10% increase in 
Workmen’s Compensation Insurance 
Rates in New York State, that was re- 
quested by the Compensation Inspection 
Rating Board, Superintendent of Insur- 
ance Beha, in a letter to that organiza- 
tion pointed out that consideration was 
given by him to the following proposals: 

I. A revised manual of rates as submitted 
November 2), 1924, resulting in an increase ot 
14.1% in the general rate level 

II, An endorsement providing for a _ flat 
increase of 12% reflecting the effect of law 
amendments, this increase to be applied to all 
outstanding policies. ‘ 

. Proposed amendments to the Experience 
Rating Plan submitted December 1, 1924, com- 
prising: 1. Changes in the credibility factors 
of the plan; 2. Changer in the minimum quali- 
fications for the rating of risks. : 

IV. Proposed changes in the Industrial Com- 
pensation Rating Schedule, 1923, submitted De- 
cember 2, 1924, covering: 1. Changes in the 
“B” values by a flat increase of 2.5% to ad- 
just the off-balance resulting from an average 
credit allowed under so-called morale items of 
the schedule—safety organization, first aid, hos- 


pital, etc.; 2. Certain changes in the fac tors 


of individuai classifications to bring them. in 
line with the indications shown by statistical 
data. 

Revising Manual Rates 


Considering these proposals in order, 
he said: 

I. The first item revising manual rates 
involves three important considerations, 
viz., pure premiums establishing rela- 
tivity as between classifications, rate 
level, and the expense allowance to which 
the rate level is adjusted. The pure pre- 
miums recommended are hereby approv 
subject to any correction found to be 
necessary in individual classifications. 
The rate level which has been determined 
as a result of loss ratio indications for 
the years 1921, 1922 and 1923 and which, 
as you have stated, is a compromise be- 
tween two extreme opinions, is subject 
to some criticism. The actual results 
of the year 1923 cannot be fully de- 
termined, for, while there are evidences 
of heavier loss ratios in this year than in 
previous years, the premium volume is 
still undetermined. The uncertainty with 
regard to premiums is, it would appear, 
aggravated by practices obtaining in 
company offices due to the failure to col- 
lect adequate premiums. Even if the 
loss ratio represents the actual experi- 
ence of the period above referred to, 
there is no certainty that this will truly 
reflect the conditions of the year 1925 
in which the rates will be effective. 
However, with the belief that the board’s 
committees have used all information ob- 
tainable and have endeavored to arrive at 
the most probable loss ratio, I will raise no 
objection to the average loss ratio indi- 
cation submitted of 66.4%. 

The increase in expense allowance 
from 39% to 41.8% is not approved. The 
expense loading of 40% recommended 
by the National Council on Compensa- 
tion Insurance for other states was in- 
creased in this state by an allowance 
of 1.8% for the cost of administration 
of the act. There are items which tend 
to effect this increase, the principal one 
being the increased premium volume due 
to more liberal benefits allowed in the 
act. This gives a material increased 
amount which is available for expenses. 
Furthermore it would seem that to ap- 
prove the higher expense loading be- 
cause the companies have spent more 
than the loading allowed in the rates, 
is to encourage a constantly increasing 
expense, hence increased rates. I have, 
therefore, decided that an allowance of 
not more than 40% should be approved 
for expense loading. 


Reduced Rate Level Proposal 


II. In conformity with the decrease 
in expense allowance, the general in- 
crease in rate level will be reduced from 
the proposed 14.1% to an average of 
10.66%. Therefore, the proposal to in- 


crease all outstanding policies by a flat 
12% factor to provide for increased 
cost due to law amendments is also dis- 
approved. A flat increase, however, of 
10% will take care of the actual in- 
crease due to law amendments which 
you have calculated to be 89% and 
allow for 1.1% for the increase which 
it is claimed, will be incurred in connec- 
tion with the increased number of claim 
settlements due to the amendment ef- 
fettive January 1, 1925. 

Ill. The proposed increase in the 
credibility factors of the Experience 
Rating Plan to be made etfective January 
1, 1925, is hereby disapproved. How- 
ever, this should not preclude the carry- 
ing out of the recommendations made 
by the Committee of Five, that the plan 
be subjected to further study and test. 
Such study should be made not only of 
the change in credibility factors, but 
other items which have been suggested 
as worthy of consideration. In decid- 
ing not to approve the above change 
at the present time, I have been in 
fluenced to no small extent by the fact 
that there are evidences that the data 
submitted for rating purposes under the 
plan has not agreed with similar data 
reported in Schedule “Z.” It is my opin- 
ion that the Board soa make a thor- 
ough investigation, not only of the pro- 
posals but of the actual working out of 
the plan in force. 

Approval is hereby granted of the following 
change as submitted: Rule 11, Page 3. A risk 
shall be considered to qualify under this plan 
if it has produced during the experience period 
a payroll such that the application thereof of 
manual rates shall result in a premium of not 
less than $1,500; provided, however, that a risk 
which has carried on operations in this state 
for not less than two years during the ex- 
perience period as herein defined, and has pro- 
duced a payroll during the last two years of 
such period which by the application of manual 
rates, would result in an average premium of 
not less than $375 per annum, shall be eligible 
under this plan. 


Disapproves “R” Value Change 
IV. The proposed change in “R” 
values to offset the off-balance on the 


Industrial Compensation Rating Schedule 
to be effective January 1, 1925, is dis- 
approved. The schedule was adopted 
October 1, 1923. Since that time it has 
been changed in certain minor ways to 
adjust factors for the individual classi- 
fications. The change in the “R” values 
which is proposed is more radical in its 
nature. For this reason, it would appear 
that a further study of the effect of the 
change should be made. 

With regard to the further request for 
other changes in the schedule factors to 
bring them into agreement with the in- 
dications shown by a study of the in- 
dividual classifications made by the 
National Council on Compensation In- 
surance, approval is hereby granted. 

In not granting the full increase in 
expense loading which was requested, 
[ have been influenced by certain con- 
ditions which are constantly being 
brought to my attention. It would seem 
that there has been an ample allowance 
in the rates for companies to make un- 
due concessions to favored assureds. I 
am, therefore, interested in seeing the 
rates which are to become effective 
January 1, 1925, applied in strict accord- 
ance with the manual rates and rules. 
It is apparent that the difference in ex- 
pense loading can be more than made 
up by correcting present practices with 
regard to the acceptance of inadequate 
premiums due to the failure to ascertain 
the full payrolls, also to the practice of 
accepting deposit premiums out of. all 
proportion to the size of the risk, and 
also the delayed collection of premiums 
due, which is in effect an extension of 
credit to the assured. The interest alone 
which will accrue to companies through 
a correction of these practices will be a 
material source of income. 


Rule Substitution 


Among the amendments to the rules 
and classifications in the new manual 
pointed out by the Compensation Inspec- 
tion Rating Board are the following: 





What are the 
prospects of 


ur age! 
they’ re fine. 





HEAD OFFICE, Chicago 


ZURICH 


General Accident & Liability 
Insurance Company, Ltd. 


EASTERN DEPT., Hew York 





SS SS yw 
yency 


SK QS GG 
ts 





say 





In accordance with the action of the 
governing committee of the Board, the 
following rules governing the application 
of rates to the New York Rules and 
Procedure are to be substituted for 
oe now appearing on blue pages 1 and 


5. All earned payroll on policies effective 
January 1, 1925, and thereafter shall be subject 
to the revised rates shown on New York rate 
sheets. 

6. No policy shall be issued by the carrier of 
the risk or by any other carrier for the ‘purpose 
of replacing a policy the normal expiration date 
of which is subsequent to January 1, 1925, unless 
such replacing policy carries an “endorsement 
which provides for the revision of rates on such 
policy on the basis of the new rates effective 
as of January 1, 1925, 

7. Insurance carriers and their representa- 
tives shall not terminate existing contracts 
that would ordinarily expire subsequent to 
January 1, 1925, for the purpose of rewriting 
such contracts at the new manual rates, 

In all cases where the carriers or represen- 
tatives have issued policies effective January 1, 
1925, or threafter at the rates effective prior to 
said date, or have placed policies of this char- 
acter in the hands ot agents, brokers or assured, 
such policies shall be recalled and rewritten in 
accordance with the revised rates effective 
January 1, 1925 

8. It is the intent of the foregoing to make 
this Manual of rates and the rules controlling 
their application effective as of the normal date 
of expiration of policies now outstanding and 
as to new business effective on or after January 
1, 1925, and any policy contract or any endorse- 
ment attached to any policy for the purpose of 
circumventing this rule by direct or indirect 
means shall be recalled and cancelled. 

9. Policies issued to become effective prior 
to January 1, 1925, and continuing in force after 
that date shall be endorsed to provide on all 
— expended from January 1, 1925, an in- 

se of 10% above published manual or ad- 
rates, such increase covering the law 
pancetta which became effective on July 1, 
1924, and January 1, 1925, and the administra- 
tive claim expense entailed as a result of such 
amendments. 





Existing Business Endorsement 


The rates are not effective on busi- 
ness taking effect after January Ist. 
However, in order to provide for the 
changes in the Workmen’s Compensa- 
tion Law as of January Ist, all existing 
business is being endorsed so as to 
provide a flat 10% increase, effective 
January Ist. The endorsement follows: 

It is hereby agreed that on and after January 
1, 1925, the premium rates stated in the declara- 
tions forming part of this policy shall be in- 
creased 10% to cover the increased benefits pro- 
vided by Legislative amendments effective July 
1, 1924, and January 1, 1925, and the additional 
claim expense entailed as a consequence of such 
amendments. Such increase shall apply to all 
payroll earned on and after January 1, 1925, and 
until the expiration of the contract; provided, 
that if the premium rates stated in the declara- 
tions are superseded by a subsequent rate en- 
dorsement, the increase of 10% shall apply to the 
rates given in such superseding endorsement. 

Nothing herein contained shall vary, modify 
or alter any provision or condition of the Policy 
other than as above stated. 





ROAD CONSTRUCTION LARGE 


The year 1924 should have been a pro- 
fitable one for the surety agent writing 
contract bonds because the construction 
of roads was carried on a large scale. 
Over 9,000 miles of roads were built at 
a cost of $144,000,000 according to 
Thomas H. MacDonald, Chief of the 
United States Bureau of Public Roads. 
Further figures made public by Mr. Mac- 
Donald disclose that 15,000 miles of 
roads are in progress of construction 
and that the country’s State highway 
commissions contemplate an expenditure 
of $4,000,000 to build 24,000 miles of 
highways. 





EXTENDS ITS WRITINGS 


The Rubber Mutual Liability Insurance 
Company of Boston began business in 
July, 1918, and confined its business to 
writing workmen’s compensation on em- 
ployes of the United States Rubber Co. 
and its subsidiaries, located in Massachu- 
setts, until January of this year. Since 
then the company has been writing work- 
men’s compensation business, in Rhode 
Island also. 





H. E. RYAN A SPEAKER 


One of the speakers at the annual dinner 
of the Self Insurers’ Association held in 
the Hotel Pennsylvania a few nights ago 
was Harwood E. Ryan of Woodward, 
Fondiller & Ryan, whose subject was “Re- 
serves in Compensation Cases.” 
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Col. E. A. Hamilton, 
F. & D., To Leave Co. 


MADE GREAT RECORD IN 5 YEARS 





Formerly a New York Lawyer and 
Army Officer; Executive Head 
of Company 





Early next year Colonel Edgar A. 
Hamilton will retire as vice-president 
and executive head of the board of di- 
rectors of the Fidelity & Deposit and 
President Charles R. Miller will take 
over the duties of the executive head of 
the company. Colonel Hamilton is not 
in particularly good health and he has 
some interests in New York which will 
enlist his attention. Thus will pass 
from the surety and bonding business 
one of its most picturesque figures and 
one of the most popular. 

Col. Hamilton was a New York lawyer 
who went into the army and who five 
years ago joined the Fidelity & Deposit 
Company without a title, but he was 
placed with the company to be eventually 
in charge. He did remarkable work in 
bringing the Fidelity & Deposit to the 
attention of bankers, business men and 
others, his best work in that regard 
being to act as host for 4,000 members 
of the American Bankers’ Association 
who were taken to Annapolis where 
they were greeted by the Governor of 
Maryland and were honored by a spe- 
cial parade given them by the command- 
ant of the cadets. He was also re- 
sponsible for the Fidelity & Deposit 
chart published when Harding was run- 
ing for President, giving the people of 
this country a birdseye view of the coun- 
try’s political, economic, financial and 
agricultural status. This chart forecast 
the election of Mr. Harding. The chart 
appeared in the form of page ads in 
many newspapers. 

Colonel Hamilton is regarded as one 
of the best students of human nature 
that ever came into the insurance busi- 


ness. The Fidelity & Deposit grew 
rapidly under his direction. At the same 
time there has been no sacrifice of un- 
derwriting or scientific management. 

A long feature story about Colonel 
Hamilton was printed by THE EAsTERN 
UNDERWRITER in its Red Book of Fire 
and Casualty Insurance Selling the last 
week in November, and in that story 
William B. Joyce, chairman of the board 
of the National Surety said, in part, 
relative to Colonel Hamilton and his 
personality : 

“When Colonel Hamilton came into 
this business all sorts of speculation 
were indulged in and all sorts of dire 
predictions were made, and only a few 
comments were laudatory because of 
his having had no surety business experi- 
ence, and all kinds of disaster were pre- 
dicted by reason of such inexperience 
but I never entertained any thoughts 
of that kind because I believed that the 
surety world was very sadly in need of 
new blood, free from jealousies, ani- 
mosities and prejudices. I remember 
very well my own experience coming 
to New York as president of the National 
Surety twenty years ago when I received 
the same kind of a reception, encounter- 
ing the same sort of prejudices arising 
out of jealousy and animosity. It ap- 
peared to me then that some people 
felt that they owned the world’s right 
to do a surety business; therefore, I 
remembered my own experience when | 


made the estimate of the effect of 
Colonel Hamilton’s entrance into this 
business. 


“In five years which have passed since 
Colonel Hamilton became a surety man 
he has done more constructive work in 
the surety business than any other half 
dozen men had accomplished (no mat- 
ter how experienced they may have 
been) in any previous five years; and 
we feel that we have benefited to a very 
great extent by his most unusual enter- 
prise and activities. 

“The Fidelity & Deposit, always a 
very high grade company, has lost none 
of its prestige under Mr. Hamilton’s 


management while at the same time its 
progress has been of the most unusual 
sort. I have always maintained that 
given a reasonably strong company any 
sensible man could make a success of 
the surety business and Colonel Hamil- 
ton’s accomplishments have proven this. 
Here is a man without any experience, 
taking charge of one of the largest com- 
panies in a business admittedly the most 
dangerous and technical in the insurance 
world and is handling the company with 
superb generalship. 


“The surety and financial world has 
held pretty much to the theory that a 
company chief executive must be dull, 
lazy, long bearded, unprogressive and 
at least one hundred years old to be re- 
garded a conservative man. I have held 
that redblooded, active, energetic men 
can be conservative and Mr. Hamilton’s 
surety career proves it. Success to him.” 


Action of Company 


The action of the Fidelity & Deposit 
in accepting Colonel Hamilton’s resigna- 
tion follows: 


“Whereas, Colonel Hamilton has 


shown resourcefulness and constructive 
ability of a high order in the perform- 
ance of his duties in the Company. 


“And whereas, the following letter has 
been received today from Colonel Ham- 
ilton: 

December 18, 

Van-Lear Black, Chairman, 

Board of Directors, 

My dear Mr. Black: For a year or more 
| have felt it of increasing importance to my 
own interests that I return to New York. 
Now that I have completed five years with 
this Company as the vice-chairman of its 
hoard of directors and its executive head, 
I feel free to consider my own inclinations, 
particularly as its organization is so well 
perfected. I must, therefore, ask that I not 
be renominated at the annual meeting to be 
held a month from now. 

Because I 


1924, 


am exceedingly 
physician urges several 
would appreciate an 


tired and my 
weeks of rest, I 
arrangement by which 
the president, Mr. Charles R. Miller, take 
over the responsibility for the annual closing 
of the Company’s books and the preparation 
of the annual report to its stockholders. 


= — 


“Trusting that this will be 


you, I am 
E. A. Hamilton. 

“Now, therefore, be it resolved, that 
the company records its appreciation of 
the valuable services rendered to it by 
Colonei Hamilton and regrets that it is 
necessary for him to ask that he be not 
re-elected to any official position in the 
company, and that furthermore he be re- 
lieved immediately and permanently of 
all official duties and responsibilities in 
the company. 

“Be it further resolved, that Colonei 
Hamilton be notified that in pursuance 
with his request, the company has re- 
lieved him of all such official duties and 
responsibilities, effective as of this date. 

“And be it further resolved, that Presi- 
dent Charles R. Miller be and he is here- 
by authorized and directed to take over 
today all official duties incumbent upon 
the executive head of the company.” 


, agreeable to 
Sincerely Yours 





Fisher Resigns F. & D. to Become 
Executive of New Company 


Frank Fisher, Jr., who, for the last 
three vears has been connected with the 
Fidelity and Deposit at Baltimore as 
assistant manager of its public official 
and depository departments, will leave 
on February 1, to become first vice- 
president and general manager of a 
surety company to be organized at 
Raleigh, N. C., by interests which now 
own the Carolina Mortgage and Indem- 
nity Pea: in the business of guaran- 
tee and title insurance and mortgage 
loans. The new company, as yet un- 
named, wil! at first confine itself to writ- 
ing fidelity and surety bonds locally in 
North Carolina. 


HOOPER-HOLMES DINNER 

The Hooper-Holmes Bureau home office 
staff gave its annual dinner December 16 
to its inspectors in the New York district. 
l‘ifty men attended the dinner at the Na- 
tional Republican Club, including Presi- 
dent B. P. Holmes and Vice-President 
King. 
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A Million Accidents 


MPORTANT safety men from thirty-nine states met in the National 
Capital last week and discussed street accidents. 
received about 1925 was anything but encouraging. 


The information they 


A recognized expert on insurance theory and practise told the gathering 
that the insurance companies are anticipating 1,000,000 street accidents next 
That figure, however, looks a bit high. 


The important thing is—What about the hundreds who will be injured 
Will they have sufficient “income protection” to meet 
the great personal expense accidents involve? 


“London” accident contracts appeal to agents who like to sell insurance 
Those fated to be victims of 1925 accidents may 
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Compulsory Auto 
Insurance Measure 


AS PROPOSED IN NEW JERSEY 


Provides for Establishment of Financial 
* Responsibility of Owners of Motor 
Vehicles 


A copy of the Compulsory Automobile 
Insurance Bill that is under considera- 
tion by the New Jersey Commission with 
its latest revisions has been secured by 
Tne Eastern UNDERWRITER and is repro- 

The bill entitled: 

“An act to provide for the establish- 
ment of financial responsibility by own- 
ers of motor vehicles for injury (includ 
ing death resulting therefrom) to person 
and/or damage to property resulting from 
the maintenance, use or operation of such 


vehicles as herein’ provided; — such 


financial responsibility to be established 
as a prerequisite to registration and to 
be maintained during the entire period 
of registration; providing methods of es 
tablishing such responsibility by the fil 
ing of an insurance policy or certificate, 
or surety bond, or by deposit or pledge 
of cash, securities or real estate, at the 
owner's election; providing for the in 
suance of Certificates of Compliance; 
and providing for penalties” follows 


Section 1 

Definition of Terms—The term “motor ve 
hicles” as used in this Act shall be construed as 
including all vehicles propelled by internal-com 
bustion engines, electricity or steam. except 
traction engines, farm tractors, road rollers, and 
vehicles propelled only upen rails and tracks 
The owner of a motor vehicle shall be deemed 
to be any person or persons, co-partnership, asso- 
ciation or corporation in whose name the motor 
vehicle is registered or licensed. Reference to 
the Commissioner of Motor Vehicles shall be 
deemed to include reference to the Commissioner’s 
lawful agent with respect to those duties and 
functions which are, in their nature, delegable. 


Section 2 


Fstablishment of Responsibility Prerequisite 
to Registration No motor vehicle shall be reg 
istered for and after the calendar year 1926, 
and no certificate of registration thereof shall 
issue, until the owner of such motor vehicle as 
a prerequisite to registration and the issuance of 
certificate thereof shall first have satisfied the 
Commissioner of Motor Vehicles, in manner and 
form hereinafter prescribed, that such owner is 
financially able to respond in damages in the sum 
of at least $5,000 for any one person injured or 
killed, and in the sum of at least $10,000 for 
my number of persons more than one injured 
or killed in any one accident, and in the sum of 
at least $1.000 for property damage in any one 
iccident, as the result, or because of, the negli 
gent maintenance or operation of such motor 
vehicle; all as hereinafter provided for: provided, 
however. that with respect to motor vehicles of 
mher states which are required by the laws of 
this state to be registered in this state, the Com 
missioner, upon proof satisfactory to him that 
the owner of any such vehicle has secured under 
the requirements of the laws of any other state 
the payment of damages of the kind and in ap 
proximately the manner and amount herein pro- 
vided for, may waive, to the extent of such 
security. the establishment of the financial re- 
sponsibility herein provided for. 


Section 3 


Methods of Establishing Responsibility—With 
every amplication for registration, the owner shall 
file with the Commissiener of Motor Vehicles, 
evidence of the establishment of. and security 
for the maintenance of, financial responsibility 
in some one of the following forms (hereinafter 
sometimes designated Form A, B and C, re- 
spectively) 

Form A--A policy of Automobile Liability and 
Property Damage Insurance (in this Act some 
times referred to as Automobile Insurance), in 
a solvent and responsible company or associa 
tion authorized to do business in the State of 
New Jersey (hereinafter sometimes called In- 
surer), or in lieu of such policy, a_ certificate 
of the Insurer, in form prescribed by the Com 
missioner, that such a policy, upon a form there 
tofore filed with and approved by the Commis 
sioner, has been duly issued to the owner, insur 
ing the owner and/or the operator of such motor 
vehicle, for the term covered by the certificate 
or certificates of registration or license issued 
thereon. in at least, the amounts hereinafter 
specified, against loss from the liability imposed 
by law upon such owner and/or operator by 
reason of bodily injury to or death of anv person 
(other than a person employed by such owner 
and/or operator), or injury to or destruction of 
proverty (not including property of such owner 
and/or operator, nor property carried in or upon 
such motor vehicle or in charge of the owner 
and/or operator of such vehicle) cansed bv the 
negligent maintenance or operation of said motor 
vehicle and resulting from accidents occurring 
within the term of such policy. 

Such policy of insurance shall provide a limit 
of liability exclusive of court costs and the ex- 
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pense of investigating and defending suits, for 
each motor vehicle covered thereby, in the sum 
of at least $5,000 for bodily injury to or death 
of any one person, and subject to at least the 
same limit of liability for each person so injured 
or killed, in the sum of at least $10,000 for bodily 
injury to or death of more than one person in 
any one accident; and in the sum of at least $1,- 
000 for damage to or destruction of property in 
any one accident; and shall provide for the pay- 
ment, subject however to the aforesaid limits 
of liability, of any final judgment rendered 
against the owner and/or operator of such motor 
vehicle, irrespective of the financial responsibility 
or legal status of such owner and/or operator. 
Such insurance policy shall contain a provision 
for a continuing liability thereunder, notwith- 
standng any recovery thereon, and a provision 
that if the death, insolvency or bankruptcy of 


the owner shall occur within the term thereof, 
the policy, during the unexpired portion of such 
term, shall cover, as owner, the legal representa- 


tives of the owner 

Such policy shall further provide that nothing 
contained therein, nor the violation of any of 
the provisions thereof, shall relieve the Insurers 
within the limit of liability assumed as afore- 
saul from the payment of any such judgment, 
but this provision shall not, as between Inswmer 
avd the Assured affect the rights given by the 
policy to the Insurers against the Assured be- 
cause of any such viclation or otherwise. Pro- 
vided that liability for bodily injury and/or 
death, and liability for property damage, as here- 
in provided for, may at the owner’s option be 
covered under sepaarte policies and/or under 
policies of different insurers. The provisions of 
this Act, so far as may be requisite, shall be 
read inte and deemed to form a part of any 


Form B--A bond of the owner of said motor 
vehicle with a solvent and responsible surety 
company or association authorized to do business 
under the laws of the State of New Jersey (here- 
inafter sometimes called surety), as surety there- 
on; such bond to be in the penalty of $11,000 for 
each motor vehicle so registered by the owner; 
provided that a maximum penalty of $30,000 shall 
suffice regardless of the number of motor ve- 
hbicles to he registered 

Such bend shall run to the State of New Jersey 
as obligee, shall be for the term covered by the 
certificate or certificates of registration or license 
issued thereon, and may be, in addition, for the 
term of any renewal of such certificate or license, 
aul shall be conditioned that the owner and/or 
operator of st motor vehicle (which vehicle 
hall be in such bond properly described) will 
satisfy any tinal judgment as in_= said bond 
limited that may be recovered against said owner 
and or operator as a result of bodily injury to or 
death of any person (other than a person em- 
ploved by such owner and/or operator), or by 
reason of injury to or destruction of any prop- 
erty (not including property of the owner and/or 
operator, nor property carried in or upon such 
motor vehicle or in) charge of the owner or 
eperator of such vehicle) resulting from acci- 
dents occurring during the term thereof and 
caused by the negligent maintenance or opera- 
tion of such motor vehicle; and shall by its 
terms inure to the benefit of any and all such 
persons and their personal representatives suffer- 
Ine loss or damage either to person or property, 
or hoth, as herein provided, but in no event 
shall more than $5,000 be recovered under such 
hond for bhedily injury to or death of any one 
person, nor mere than $10,000 for bodily injury 
to er death of more than one person in any one 
accident and in no event shall more than $1,000 


he recovered for damage to or destruction of 
property, as aforesaid, in any one accident; 
which limits shall, however, be exclusive of costs 
on any such judgment. 

Such bond shall provide that suit may be 
brought thereon in any court or competent juris- 
diction by any person, firm, corporation or asso- 
ciation recovering any final judgment as herein 
provided. Such bond shall further contain a pro- 
vision for a continuing liability thereunder dur- 
ing the term thereof, notwithstandng any re- 
covery thereon; and a provsion that if the death, 
insolvency or bankruptcy of the owner shall oc- 
cur within the term thereof, the bond, during 
the unexpired portion of such term thereof, the 
hond, during the unexpired portion of such term, 
shall cover, as owner, the legal representatives 
of the owner. The provisions of this Act, so far 
as may be requisite, shall be read into and be 
deemed to form a part of such bond. 

Form C-Cash, or stocks, bonds, mortgages 
or other evidence of indebtedness satisfactory 
to the Commissioner, including pledges of real 
estate in manner and form to be by the Com- 
missioner prescribed (all of which are sometimes 
hereinafter designated security) in an amount or 
of a market value at the time of the deposit, 
of at least $11,000 for the first motor vehicle to 
be registered, and of at least $6,000 for each addi- 
tional motor vehicle; provided that a maximum 
deposit of $25,500 shall suffice regardless of the 
number of motor vehicles to be registered by 
such owner; such security to be applied to the 
satisfaction of’ final judgments against such 
owner and/or operator of such motor vehicle, for 
bodily injury to or death of persons and for 
damage to or destruction of property as herein- 
after provided. 


Section 4 


Satisfaction of Executions, Limits. Notice to 
Commissioner of Actions, Substitution of Se- 
curties and Vehicles—(a) Upon presentation to 
the Commissioner of Motor Vehicles, by an of- 
ficer qualified to serve civil process, of an execu- 
tion issued on any judgment against the owner 
and/or operator of any motor vehicle registered 
upon qualification of the owner thereof under 
Form C, as aforesaid, accompanied by an af- 
fidavit of the judgment creditor (or if there be 
more than one, of any one thereof) that a pre- 
vious execution issued upon the same judgment 
against the owner or operator (or against both, 
if judgment he against both) as the case may be, 
has been returned unsatisfied in whole or in 
part, for bodily injury to or death of any person 
(other than a person employed by such owner or 
onerator), or for the damage to or destruction 
of property (other than property of the operator 
or property carried in or upon such motor 
vehicle or in charge of the owner or operator 
thereof) occasioned by or resulting from the 
negligent maintenance or operation of — such 
motor vehicle, the Commissioner shall give the 
owner thirty days’ notice in writing, mailed by 
registered mail, postage prepaid, to the address 
of the owner as the same appears on the Com- 
missioner’s records, of the service of such writ 
of execution; and at any time within said period 
of thirty days the owner may ask to he heard 
upon the plea that the judgment upon which 
said execution issued is not a judgment for satis- 
faction or payment by the Commissioner under 
this Act and in accordance with this section: 
and upon such request the cases shall be 
promptly set for public hearing before the Com- 
missioner and the owner and the judgment 
creditor or his attorney shall be given at least 


ten days’ notice of the day, place and hour of 
such hearing. 
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If no such hearing shall be asked for, or if 
the issue in any such hearing or upon any ap- 
peal therefrom shall be found against the owner, 
thereupon, and without further notice the Com. 
missioner shall, if the owner shall have estab. 
lished his financial responsibility by a deposit ot 
cash, pay and satisfy the execution, within the 
limits provided for in and subject to the condi- 
tions of sub-section (b) of this section; if the 
owner shall have established responsibility by a 
deposit of security the Commissioner shall cause 
such security, or such part thereof as may be 
necessary, to be sold at public auction, of which 
sale the owner shall given at least ten days’ 
notice in writing; and from the proceeds of the 
said sale shall, after paying the expense thereof, 
satisfy the execution as in case of a cash de- 
posit. 

(b) The Commissioner shall not pay, under, 
sub-section (a) of this section, more than $5,000 
for all executions upon all judgments for bodily 
injury to or death of one person, nor more than 
$10,000 in all for all executions upon judgments 
for bodily injury to or death of more than one 
person in any one accident, nor more than $1,000 
for all executions upon all judgments for dam- 
age to or destruction of property as a result of 
any one accident. The limits in this subsection 
expressed shall be in addition to court costs; 
and such executions shall be satisfied within the 
limits aforesaid in the order in which they shall 
be served upon the Commissioner; provided that 
no such execution shall be satisfied by the 
Commissioner in whole or in part unless the 
same shall have issued for services upon the 
Commissioner within three months from the date 
of final judgment. 

(c) If upon sale of security as hereinabove 
provided for, there shall be realized any amount 
in excess of the amount required to be paid 
hy the Commissioner in accordance with this 
section, such excess shall be retained by the 
Commissioner and treated as a deposit of cash 
under this Act: provided, however, that the 
owner may direct the Commissioner to invest 
said excess, and upon such direction the Com- 
missioner shall invest the said excess, in any 
security which would be acceptable to the Com- 
missioner as a deposit under Form C. The owner 
shall he entitled to the interest accruing on any 
cash deposit and to the income payable on any 
other character of security deposited under 
Form C, and no such security shall be subject 
to attachment or execution except as provided 
for in this section. 

(1) Each owner who shall have deposited 
with the Commissioner, security under Form 
skall, immediately upon service upon him of any 
writ or summons in an action for damages for 
which said security would or may liable, 
notify the Commissioner by forwarding to him a 
copy of such writ or gummons: and if at any 
time, for any reason, the Commissioner shall 
deem the owner’s deposit of security to be in- 
sufficient with respect to future accidents be- 
cause of pending actions against the owner, he 
may require the deposit of additional security; 
or, in lieu thereof, the filing of a policy of auto- 
mobile insurance or a corporate surety bond, as 
provided for in Section 3 of this Act: and if 
such additional security be deposited, the Com- 
missioner shall return the additional deposit, or 
if a corporate surety bond or a policy of auto- 
mobile insurance be furnished, the Commissioner 
shall permit the cancellation thereof by the 
owner, upon proof satisfactory to him that all 
such pending actions have been finally disposed 
of. 

After payment upon any execution, or in case 
the value of any security deposited shall at any 
time ‘depreciate, the Commissioner shall require 
the ownef to deposit additional security sufficient 
to bring the deposit up to its original amount. 
And in case of the substantial appreciation in 
value of the security deposited, the Commis- 
sioner may in his discretion release to the owner 
any excess over and above the amount required 
for such deposit under this Act. 

(e) Upon the expiration of three months after 
ths expiration or termination of the registration 
period, or any renewal thereof, as aforesaid, the 
Commissioner of Motor Vehicles shall, upon de- 
mand of the owner, coupled with satisfactory 
proof that no action has been brought or claim 
made for damages, or judgment recovered, for 
which such security would or might be liable 
under the provisions of this Act, surrender such 


security to the owner; provided that if written » 


notice shall have been previously filed with the 
Commissioner that any such action has been 
brought or claim made, then the Commissioner 
shall retain such security, or such proportion 
thereof as he may consider, in his discretion, 
sufficient to cover all actions and/or claims of 
which he shall be given such written notice, until 
execution shall have been satisfied under the 
provisions of this Act, or satisfactory proof pre- 
sented that such actions or claims have been 
finally disposed of. F 

Provided, however, that if no written notice of 
auy such pending claim, action or judgment, shall 
have been filed with the Commissioner prior to 
or within said three months next following ex- 
piration or termination of registration or any re- 
newal therecf, as aforesaid, and up to the date 
of the owner’s demand for such security, then 
and in such event the affidavit of the owner, 
in form to be by the Commissioner prescribed, 
that no such valid claim or action or judgment 
is pending or exists, shall be by the Commis- 
sioner accepted as satisfactory proof within the 
meaning of this sub-section that none such is 
pending or exists. 

Provided, further, that the Commissioner shall, 
at any time, upon the filing by the owner of 
other security or of a policy or bond, as pro- 
vided for in Section 3 of this Act, return any 
such prior deposit of security: and upon every 
such substitution, the owner’s certificate of com- 
pliance shall be corrected accordingly. And 
provided further that nothing herein contained 
shall operate to prevent the ‘substitution by the 
owner of one motor vehicle for another, under 
such reasonable regulations not inconsistent with 
the provisions of this Act as may be by the 
Commissioner established, and the — security, 


policy or bond furnished by the owner under 
Section 3 of this Act shall thereupon apply un- 
(Continued on page 
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A Visit to Detroit 


While in Detroit last week, I was 
shown around the business district by 
Eugene Marion of the S. S. Glass Cor- 
poration, one of the large insurance 
agencies there, and by J. Fred Lawton, 
a former University of Michigan foot- 
ball player, who is now manager in De- 
troit of the Connecticut Mutual. I was 
taken to the principal clubs in the city 
by Kirkland B. Alexander, a former 
newspaper man who belongs to all the 
leading social organizations of the town. 
So I had a fairly good look-in on this 
bustling city of more than _ 1,200,000 
people. 

Although Henry Ford is an old story 
now in Detroit, he continues the prin- 
cipal subject of conversation there as 
is natural in view of the inventive char- 
acter of his mind which has the prac- 
tical result of causing him to enter 
some new industry or expansion at fre- 
quent intervals. It is said that about 
25% of the people of Detroit are de- 
pendent upon Henry Ford, his subsidiary 
interests or business concerns which 
have dealings of some sort with Ford. 
For a number of years Ford was un- 
popular in Detroit for various reasons. 
But while he does not go out socially 
and is indifferent to criticism, public 
sentiment is changing and most of the 
people of the city are now praising him. 

The people I met at the clubs in- 
formed me that his son, Edsell Ford, 
is largely responsible for this swing in 
public esteem. Although Edsell Ford 
will some day be the richest man in the 
world, and, naturally, is continually 
bombarded with requests of one sort or 
another, he has retained his equilibrium, 
is quiet, likable and has a very level 
head. He goes out socially, but does 
not make splurges. He will serve on 
committees and give time and money 
in the interests of a good movement 
but refuses to become a chairman. As 
an illustration of the way in which he 
works—I was told of a recent philan- 
thropic movement there which resulted in 
his being put on a committee. He 
asked the chairman of the committee 
to give him the names of people whom 
he could see and ask for money and 
requested that they be persons whom 
he did not know personally. He dropped 
everything and made these calls, raised 
his quota and did it very quickly. 

Henry Ford, Sr., is toning down some 
of his radical views and prejudices and 
building up quite a lot of boosters in do- 
ing so. Some of the leading physicians 
of the city, however, are still an- 
tagonistic to him because he will not 
let them follow their patients into the 
great Ford Hospital which has been 
built in Detroit. Most of the people 
of Detroit, however, are greatly pleased 
with the hospital as it does not cost 
much to be treated .and cases are 
diagnosed by great experts, some of 
_ were formerly with Johns Hop- 

ins. 

While the Fords are making no splash 
in Detroit society, some of the other 
automobile millionaires are and one of 





the Dodges gave a dance at the Book- 
Cadillac Hotel on Saturday night, De- 
cember 13th, which not only lasted all 
night, but the guests sat down at break- 
fast, continued dancing until noon, and 
the affair did not break up until after 


luncheon. The decorations for this 
event alone cost $37,000. 
Mr. Marion is well-known in insur- 


ance circles not only in Detroit but in 
Chicago where he spent the early years 
of his life. While in Chicago he was 
closely associated there with Carl G. 
Whipple, now Western manager of the 
Union of Canton; with William H. Gart- 
side, assistant manager of the Firemen’s 
Fund; with Joseph F. McGee, a Pacific 
Coast manager, and with a number of 
other prominent insurance men. 

During the winter, nearly everyone 
in Detroit wears heavy goloshes, and 
they need them as the cold climate 
caused by Detroit’s proximity to three 
lakes (Lake Huron, Lake Erie and 
Lake St. Clair) covers the streets with 
a coating of ice after a rainfall or snow. 
It is because he did not wear these 
goloshes that Mr. Lawton, mentioned 
above, fell last week while going down 
the steps of his house and broke his 
arm. 

Detroit is still putting up skyscrapers 
and every time a new one is opened 
it has a number of insurance tenants, 
as a result of which there is constant 
moving by insurance offices there. 

Several conventions have already 
been arranged for in the new Book- 
Cadillac, one of the biggest buildings 
in the city and is a part of a $25,000,- 
000 real estate proposition, all of which 
will be centered in a few blocks and 
which is controlled by several young 
millionaires named Book. 

eo 2s 


Arthur Brisbane’s New Book 


One of the most interesting books of 
the month is a published collection of 
Arthur Brisbane’s editorials under the 
title of “The Book of Today.” It con- 
sists largely of extracts from the column 
he runs in more than a hundred daily 
papers and 3,000 weekly papers, prob- 
ably as popular a syndicate newspaper 
feature as there is in the United States. 

Mr. Brisbane’s salary from Hearst is 
said to be over $300,000 a year. He is 
deluged with invitations to visit various 
communities as a visit from him means 
a story in his column boosting a town. 
He has millions invested in real estate 
and manages to get through all his work 
by’ intense concentration. If he is at- 
tending a dinner, he writes his column 
while sitting at the banquet table. He 
also has a Dictaphone machine in his 
automobile and talks into it on his way 
down to work. When he gets on the 
Century, he calls the stenographer of 


the train and dictates a column from 
conversation he has with passengers. 
He is undoubtedly the greatest speed 


worker in the United States. 
There are two particularly interesting 
editorials for insurance men in his new 


book, In “The Snail Goes Like a Rab- 


bit,” he prints the following little chat 
about his theme: 


This is perhaps the oldest editorial in the 
world. The cave man recited it to his son when 
he told him how to hunt for his prey. The 
squaws out West told it to their little papooses 
as soon as they were old enough to listen. Lord 
Chesterfield wrote it to his boy. Every mother 
in the country impresses it upon her children 
once a month, Yet, over and over, the same 
thing comes toward you. If you wait until it 
passes you will never catch it. 

His long editorial condensed into a 
thumbnail variety is as follows: 

Opportunity comes like a snail, and once it 
has passed you it changes into a fleet rabbit and 
is gone. 

Another secret of Brisbane’s success 
is his remarkable ability to put a new 
dress on an old form. For example, the 
principal thought in “The Snail Goes 
Like a Rabbit” is repeated in “The 
Desert of Time Wasted.” In connec- 
tion with the latter editorial Brisbane 
inserts the following chat: 


“Tf only the years would come back again, 
and bring their chances once more.” That is 
the cry of millions of remorseful, disappointed 
men. The cry is vain. The hand of time 
writes and passes on. We cannot call it back. 
But regret for time wasted can become a power 
for good in the time that remains. And the 
time that remains is time enough, if we will 
only stop the waste and the idle, useless re- 
gretting. 


* * * 


“Andy Gump” Almost Got Bonded 


I dropped into the office of John L. 
Mee, vice-president and superintendent 
of agencies of the National Surety a few 
days ago and found Mr. Mee doubled up 
with mirth. The reason for this undig- 
nified posture he explained was because 
his own development department had re- 
ceived a red hot tip that a new building 
was to be erected at Port Angeles, 
Wash., and that an important personage 
by the name of Andrew B. Gump, was 
interested in the project. 

As a result the National Surety’s 
Seattle, Wash., Branch Office notified its 
agent at Port Angeles to give the new 
project his immediate attention and get 
the line if possible. Shortly thereafter the 
Seattle Branch Office received the fol- 
lowing report: “This is a joke. Andrew 
G. Gump is the comic character in the 
Seattle Times and this story came out in 
connection with a high school fiesta.” 

The Andrew B. Gump that was inter- 
ested in the new structure was none 
other than the “Andy Gump” that ran 
for President in the recent election. 
After spending much money and wasting 
as much eloquence his name was left 
off the ballot. He is the creation of 
Sidney Smith, the well-known cartoonist. 

x ok Ok 


A Big New Figure In the Business 


At the recent series of insurance meet 
ings at the Hotel Astor probably no 
one made a deeper impression or caused 
more favorable comment by what he 
said than Edward C. Stone of Boston, 
assistant manager of the United States 
Department of the Employers’ Liability. 
Mr. Stone is everywhere regarded a big 
personality. Before going with the Em- 
ployers’ Liability as assistant manager 
he was a prominent lawyer, his law firm 
handling the legal work of the Em- 
plovers. Mr. Stone is a gifted speaker, 
is forceful in manner and has quickly 
developed an insurance viewpoint. 

* Ok Ok 


No General Exodus 


The insurance district of New York 
City is still on William Street and streets 
adjacent thereto and unless very ap- 
parent signs of the times are suddenly 
kicked into a cocked hat the general in- 
surance district of this city will remain 
in or near its present location for some 
time to come. New building operations 
in this district give promise of better 
quarters for over-crowded offices. The 
new home of the National Board of Fire 
Underwriters when completed will re 
lease valuable space now occupied by 
that organization. The new building to 
be erected at 80 John Street will further 
relieve congestion, and as vours truly 
was sitting on all fours rounding up news 
for this column I came across a man who 
has a plot on Maiden Lane which he 
will dress up to suit the needs of a com- 





pany, organization, general agency or 
agency office desiring to have their own 
building right in the center of things 
insurance-wise and have it’ ready for the 
first of May next. The fact of the mat- 
ter is he tried to sell the lease to this 
paper for its home. I thanked him for the 
compliment with the assurance that the 
word would be passed along to those of 
our friends who might be interested in 
in it, and—there you have it. 
* * * 


Chief Examiner a Woman 


The examination of the Liberty Mutual 
by the Massachusetts Insurance Depart- 
ment, released under date of September 26, 
1924, was signed by a woman, Katherine 
M. O’Leary, chief examiner of the De- 
partment. The report shows assets of 
nearly $8,000.000 and a net premium in- 
come for 1923 of nearly the same amount, 
the bulk of which was workmen’s com- 


pensation insurance with $6,154,941 net 
premiums. Net losses paid were nearly 
$4,000,000. The president of the company 
is Walter S. Bucklin. Among the direc- 
tors are Louis K. Liggett. The general 
manager is S. Bruce Black. 


* * * 
Charges Unfairness 


A kick about the fairness of the insur- 
ance newspapers is printed by the “Na- 
tional Insurance Journal,” organ of the re- 
ciprocals, which says that those papers do 
not distinguish between Lloyd’s and re- 
ciprocal in discussing failures of insurance 
carriers. The editor of the “National In- 
surance Journal” takes up the case of the 
Fidelity Burglary Underwriters of Dan- 
ville, Ill, which failed and alleges that it 
was described in the insurance newspapers 
as the collapse of a reciprocal whereas it 
operated under a Lloyd’s plan. 


* *k * 
A Blind Stenographer 
The New York “Times” on Sunday 


printed a picture of half a dozen blind 
girls who are in the New York business 
district and holding down positions as 
secretaries, stenographers and in other 
capacities. One of these girls is Miss 


Agnes Hamilton of the Fidelity & 
Casualty, and about her the “Times” 
said: 


“Miss Agnes Hamilton of the Fidelity 
& Casualty, has held her job for four 
years, 

“She works in a department of eighty- 
four girls, and holds her own on a 
straight piece-work basis. She finds her 
associates ‘jolly and obliging, and de- 
clares that ‘success is assured if one has 
the right attitude toward life and work,’ 
and that ‘blindness is incidental.’ ” 


WALTER SCHRAM’S CARD 
Walter E. Schram of “The Weekly 
Underwriter sent out his holiday cards in 
poetry this year as usual. His poem fol- 
lows: 


We've suffered “separation” and still, 
we didn’t die. 

Some are bewailing “twenty flat” but, 
we reckon, they'll get by. 

Banks, building loans and motor 
clubs are cutting in: ’tis true, 

But, ‘spite of that. I doubt if we 
should let them make us blue. 


All year we've smelled the smell of 
dress goods burning in Manhattan, 

Still, ’tween Trinity Church and the 
river Fast, things haven’t been so 
rotten. 

We’ve mended all the busted cars, 
replaced those that were stole, 
But Nineteen Twenty-four was not a 

bad year on the whole. 


EXPECT INCREASED BUSINESS 

Agencies writing burglary insurance in 
Suffalo, N. Y., are optimistic over the 
1925 outlook. The present year has been 
fair for most agencies and there has been 
a sufficient increase in business follow- 
ing the election to be encouraging to 
every The companies, as far as 
3uffalo is concerned, are expected to 
show an underwriting profit on the city 
business written during the year. 
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Compulsory Auto Bill 


(Continued from page 32) 


der the provisions hereof to such substituted 
vehicle, but no such substitution shall be per- 
mitted without reasonable notice to and the con- 
sent of any surety or insurer involved 

(f) The Commissioner of Motor Vehicles shall 
keep such security at all times in a depositary 
or depositaries used by the Treasurer of the State 


of New Jersey as an official depositary; and he 


shall give bond, with a duly authorized corporate 
surety, conditioned for the faithful discharge of 
his duties under this Act, in the penal sum of 
at least $100,000, the premium therefor to be 
paid by the State, which bond shall be filed with 
the Treasurer of the State. 


Section 5 


Certificate of Compliance—The Commissioner 
of Motor Vehicles shall issue to each owner, 
together with certificate of registration or motor 
vehicle owner's license, a certificate of com- 
pliance which shall state that the owner has 
complied with the provisions of this Act in the 
establishment of financial responsibility as here 
in provided, and shall further specify the method 
of compliance adopted by the owner and au 
thorized by the Commissioners: which certificate 
shall at all times be displayed in such motor 
vehicle, and shall be subject to examination at 
any time by any police officer or other competent 
authority of the State, and in event of accident, 
by any person injured in person or property, or 
anyone in such person’s behalf, upon demand; 
and for failure to so display such certificate, 
or for failure to exhibit the same upon demand 
as aforesaid, the owner shall be subject to a fine 


of not exceeding $25 for each and every offense. 
Section 6 
Cancellation of Bonds and Policies; Notice 


Required—(a) Any policy: or bond, filed under 
the provisions of this Act, may be cancelled as 
to accidents occurring subsequent to the effective 
date of canc ellation, by the insurer or the surety, 
or by the owner, upon the terms and in the 
manner therein provided for; but such cancella 
tion shall not be effective unless and until 
twenty days’ notice in writing of such cancella 
tion shall have been given the Commissioner of 
Motor Vehicles. Service of such notice upon the 
Commissioner may be made either personally or 
by mail, and if by mail shall be deemed complete 
when such notice is deposited in the post office, 
registered, postage prepaid, directed to the Com 
missioner of Motor Vehicles, at his official ad 
dress in the City of Trenton, New Jersey 

(b) Immediately upon receipt of notice by the 
Commissioner of Motor Vehicles of the cancella 
tion of any such policy or bond, or if the au 
thority of the insurer or surety to transact such 
business in the State of New Jersey shall be re 
voked, he shall require the owner either to re- 
place it (if in case of cancellation, then prior to 
the effective date of cancellation otherwise with 
in such period, not less than five days, as the 
Commissioner may designate) with another good 
and sufficient policy or bond, or to furnish se- 
curity, in accordance with the provisions of this 
Act, in default of which the owner’s license and 
certificate of compliance shall be revoked for all 
motor vehicles covered by such policy 


wr bond. 

(c) Upon revocation of the license of any 
owner by the Commissioner, notice shall be by 
the Commissioner sent to the insurer or surety, 
as the case may be, and such notice of revoca 
tion shall operate automatically to cancel such 
policy or bond as to all accidents occurring sub 
sequent to the revocation of such owner’s 
license; and guch insurer or surety shall be liable 
for the return of the unearned premium upon 
such policy or bond, as in case of cancellation 
by the insurer or surety 


Section 7 


Surety’s and Insurer's Refusal to Issue Bonds 
and) =~Policies; Procedure, Remedy and Penalty 
Upon application of any owner who shall have 
been refused a policy of automobile insurance 
under this Act, or whose policy shall have been 
cancelled, the Commissioner of Motor Vehicles 
shall cite the insurance company. or association 
involved to appear before him at!a public hear- 
ing to be held at his office not less than fifteen 
days, nor more than thirty days from the date of 
notice to such company or association; and at 
such hearing the Commissioner shall examine 
into the justice of such refusal or cancellation, 
and if he determine that such refusal or can 
cellation is warranted he shall so certify, and 
if he determine that such refusal or cancellation 
is unwarranted he shall forthwith order such 
company to issue within five days such a policy 
of insurance to such owner or to reinstate the 
cancelled policy, as the case may be; and upon 
refusal of such insurance company to issue or 
reinstate such policy, the Commissioner may, 
in his discretion, refuse to accept the policies 
of such company under this Act for a_ period 
next ensuing of not to exceed thirty days. 

All testimony before the Commissioner at such 
hearing shall be privileged, and shall under no 
circumstances be made the basis of any other 
or subsequent court action by any of the parties 
thereto, or by any person, firm or corporate 
claiming by or through such parties. An appeal 
may be taken from any certification or order of 
the Commissioner upon any such hearing, as is 
provided for the taking of appeals in Section 11 
of this Act. 


Section 8 


Judgments Against Operators; Exceptions to 
Liability—Notwithstanding any provision in this 
Act for the satisfaction by the Commissioner of 
Motor Vehicles, out of cash, or the proceeds of 
other forms of security, deposited or pledged by 
the owner, of executions upon judgments against 
the operator of the motor vehicle or vehicles oi 
such owner, or for the liability of surety or 
insurer for such judgments, no execution upon 
such judgments shall be satisfied, nor such 


liability imposed under this Act, in any case 
where the owner, or the surety, or the insurer 
can establish that the operator was at the time 
of the accident using such motor vehicle without 
the owner’s consent, express or implied; pro- 
vided that consent of the owner’s authorized 
avent, or some adult member of the owner’s im- 
mediate household, other than a chauffeur or 
domestic servant, shall be taken to be the con- 
sent of the owner within the meaning of this 
section; or in any case where the owner, surety 
or insurer can establish that the action upon 
which such judgment shall have been obtained, 
whether for bodily injury (or death resulting 
therefrom) or damage to property, was instituted 
more than one year after the date upon which 
such cause of action accrued. 


Section 9 


Owners and Operators License to be Revoked 
in Certain Instances; Penalties—Within twenty- 
four hours after the happening of any motor ve- 
hicle accident causing injury to or the death 
of any person, the operator or operators involved 
therein shall notify the Commissioner of Motor 
Vehicles of the fact and detail of such accident. 
At any time within five days after the receipt 
of such report, the Commissioner may demand 
of the operator or operators of the vehicles in 
colved the surender of his or their operator’s 
license, and the Commissioner may, upon = in- 
vestigation, return such license or may suspend 
such license pending the result of criminal action 
growing out of such accident; and upon con- 
viction in such criminal action, of any violation 
of the provisions of the general motor vehicle law 
of the State of New license of such 
operator, and if the operator be also the owner, 
the owner's license as well for the automobile 
involved in such accident, shall be by the Com - 
suspended for a minimum period of 


Jersev, the 


missioner 


thirty days; which penalty shall be in addition 
to any other penalty imposed as a result of such 
uviction: and any person who. shall fail. to 


submit such report or to surrender his or her 
operator's license in accordance with this section 
hall be subject to a fine of not less than 


Cwenty-five Dollars nor more than $1,000, or for 


imprisonment to not more than ninety _ days, 
or both, and upon the imposition of such fine or 
sentence, such person’s license shall be further 
utomatically suspended for a period of one year. 


Section 10 


Vielation to Constitute Misdemeanors, Pen 
Violation of any of the provisions of this 
Act, or the making of any untrue statement in 
iny affidavit reauired or authorized by _ this 
Act or by the rules or regulations of the Com- 
missiover of Moter Vehicles promulgated = in 
vccordance with this Act, or the fraudulent 
issuance of any policy or bond or certificate of 
insurance under this Act, or the forging or al- 
teration of any such policy, bond or certificate, 
or of any certificate of compliance, for which no 
penalty is otherwise by this Act pro- 
vided, shall be in each “instance a misdemeanor 
ind shall be punished by a fine of not exceeding 
$1,000, or by imprisonment of not more than 
ninety days, or by both such fine and imprison- 
ment 


specitie 


Section 11 


Appeals From Decisions, Orders or Rulings 
of the Commissioner—Any party in interest, in- 
cluding sureties and insurers, being dissatisfied 
with any decision, order or ruling of the Com 
missioner of Motor Vehicles (including decisions, 
orders or rulings affecting the content of policy 
and bond forms) except in the matter of sus- 
pension of licenses under section 10 hereof, may, 
upon notice to the Commissioner within twenty 
davs after the entry of such decision, order or 
rule, appeal therefrom to the Court of Common 
Pless of the county in which such party is a resi 
lent (or if a corporation) of the county in which 
such party maintains its principal office in this 
State, or if a non-resident, of the County of Mer 
cer’ and upon such appeal the Commissioner shall 
certify to the court to which the appeal is taken 
the official record of the Commissioner's proceed- 
ines in the matter involvel CGneluding a= tran 
script of such testimony and evidence as was in 
troduced before the Commissioner), and such case 
shall thereunen be tried de novo (and with a 
inry where any anestion of fact is involved, at 
the election of either party, provided such elec- 
tion he noted in the order of appeal), and pro- 
vided that the official record of the proceedings 
and transecrint of the testimony and_ evidence 
hefore the Commissioner may be read in evi- 
dence (subject. however, to proper exceptions 
is to admissibility, relevancy, etc., duly taken 
at the hearing before the Commissioner); with 
i further apneal as provided by the laws of this 
State for ordinary civil cases. 


Section 12 


Regulation of Rates—Every Company or Asso- 
ciation which proposes to issue any policy of 
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automobile liability or property damage in- 
surance, or any surety bond, under this Act, 
shall file with the Commissioner of Banking 
and Insurance its classifications of risks and 
premiums, system of rating, and rules pertain- 
ing thereto, which shall not take effect until 
the Commissicner shall have approved the same 
as adequate, reasonable, just and non-discrim- 
inatory for the risks to which they respectively 
apply. Amended, new or additional classifica- 
tions of risks and premiums, system of rating, 
and rules pertaining thereto, may be filed with 
the Commissioner from time to time thereafter, 


which shall not take effect until the Com- 
missioner shall have approved them in like 
manner The Commissioner — shall 


approve or 
classifications of risks and 
premiums, system of rating and rules filed with 
him within thirty days, and may later with- 
draw his approval if he shall find that such 
classifications of risks and premiums, system 
of rating, and rules is inadequate, unreason- 
able, unjust or discriminatory for the risks to 
which they respectively apply. Before the Com- 
missiomer disapproves or withdraws his ap- 
proval of any classifications of risks and 
premiums, system of rating, and rules filed with 
him, he shall give the Company or Association 
filing the same reasonable opportunity for a 
full hearing thereon. 

No Company or Association shall issue, re- 
new, or carry any policy of automobile liability 
or property damage insurance, or any surety 
bond under this Act, except in accordance with 
the classifications of risks and premiums, system 
of rating, and rules approved by the Commis- 
sioner as aforesaid, and if any Company or 
Association shall violate this provision the Com- 
missioner may, after public hearing, suspend 
the authority of said Company or Association 
to issue policies or bonds under this Act for 
such veriod as the Commissioner shall fix. From 
the Commissioner’s disapproval or withdrawal 
of approval of any classifications of risks and 
premiums, system of rating, and rules filed 
with him and from his suspension of the author- 
ity of any Company or Association to issue 
policies or bonds under this Act as above pro- 
vided, an appeal may be taken in the manner 
provided for the taking of appeals in Section 11 
of this Act and with a further appeal as there- 
in provided, 


disapprove — all 


Section 13 


Rules. Regulations, Fees—The Commissioner 
shall establish proper rules for carrying out the 
provisions of this Act. and shall be authorized 
to employ an_ official stenographer and such 
additional employees as may he necessary in 
the performance of his duties hereunder. 


Section 14 


Conflicting Laws—The provisions of this Act 
shall be supplementary to the provisions of the 
existing laws of this State concerning motor 
vehicles, but any such existing laws or narts 
of laws which may be in direct conflict here- 
with i to the extent of such conflict, hereby 
repealed, 


Section 15 
Validity of Act—Each section of this Act shall 
he independently operative; and if any of said 
sections shall be declared invalid or unconsti- 
tutional by any court of comnetent jurisdiction, 


such deciaration shall not affect or invalidate 
the remainder of this Act. 


Section 16 


Effective Date—This Act 
November 25, 1925. 


shall take effect 


U. S. CASUALTY APPOINTMENT 
The United States Casualty has ap- 
pointed Mitchell, Gartner & Walton, 
Fort Worth, Texas, as general agents 
for all lines. 








CASH CAPITAL 
$2,000,000.00 





Union Indemnity 


FIDELITY and SURETY BONDS 
Accident, Health, Burglary 
Automobile, Liability, Plate Glass 


Workmen’s Compensation Insurance 


EXECUTIVE OFFICES 
830-836 UNION STREET 100 MAIDE 
NEW ORLEANS NEW Y' 


Company 


GREAT EASTERN DEPT. 
N LANE 








Clough Answers Query 
(Continued from page 17) 


hardly to be conceived that any building 
could not “with reasonable diligence and 
dispatch be rendered again tenantable” 
inside of twelve months, but the expira- 
tion of the policy has nothing to do with 
the liability under it, nor has the time in 
which it takes to make the repairs, pro- 
vided, however, that sufficient insurance 
is carried for the policy is not liable “for 
a greater proportion of any loss that may 
occur than the sum hereby insured bears 
to the rental value of the whole of said 
premises per annum, and total liability 
under the policy does not exceed the 
sum insured by the policy, nor its pro 
rata proportion of all insurance on rental 
value.” 

The “executive of a large company of 
high standing” quoted states the case 
clearly, and [ hope that your corre- 
spondent has not misunderstood what 
was said. 

The form says the term rental value, 
wherever used in this contract, shall 
mean the determined rental less such 
charges and expenses as do not neces- 
sarily continue. This definition of the 
rental value is to my mind included in 
this policy form to limit the amount pay- 
able by the policy and not to determine 
the amount of insurance which should be 
carried. It seems to me this is neces- 
sarily so because the rental value, which 
is the liability assumed, will vary by 
whether much or little of the charges 
and expenses necessarily continue 

Unless there are certain items in the 
way of charges and expenses, which for 
some reason the assured knows will not 
continue in the case of any loss in the 
building, T think he would be much safer 
to carry insurance to the amount of the 
gross rents. 

Do “the two. influential companies” 
who are said to be willing to accept full 
annual rental value as a basis of insur- 
ance know what their agent is talking 
about? T doubt it, forming my opinion 
from your correspondent’s letter. It 
would seem to me as if there may have 
been a failure to understand exactly 
what the agent seems to have meant by 
rental value. ‘ 

There is another point which T must 
mention before closing. Very often leases 
are made by lessors under which the 
lessee pay, either expressly or implied 
as rent, taxes and other upkeep expenses. 
The lessee agrees to make all repairs, 
perhaps improve the building, etc. It 
should be borne in mind that such pay- 
ments either in money, or as better- 
ments to the property, are a part of the 
rent and insurance should be carried to 
cover any such. In such leases the 
amount of money mentioned as the 
monthly or annual payment is only a 
part of the rent. 





GETS ZURICH GENERAL 

Patterson, Wylde & Windeler, of 
Boston, have been appointed general 
agents by Harry F. Moore, New Eng- 
land manager of the Zurich General 
Accident & Liability. Patterson, Wylde 
& Windeler is one of the well known 
general agents and represents the Hart- 


ford Fire and the Hartford Accident & 
Indemnity. 
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ANOTHER SERVICE AND 
MORE PROFITS 


NSURANCE agencies which do not handle 
surety lines are neglecting an opportunity 
to render an additional service to their clients. 


They are also losing out on many chances to 
increase their own income. 


The field of suretyship has hardly been 
scratched. Practically every community 
offers opportunities for profitable develop- 
ment. 


Every one of our agents will tell you that it 
pays to represent the F & D. 


FIDELITY AND DEPOSIT CO. 


Baltimore 
Fidelity and Surety Bonds and Burglary Insurance 
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PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 
Baltimore, Md. 


if you are not already adequately represented in thie 
territery | will be glad te have full information regarding 
an agency connection with your Company. 
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Pee, 


ae 


ed 


Page 36 























TH E Home Insurance Co., 
New York, heartily extends the 
season's greetings and a cordial 


wish for happiness and prosperity 
not only at Christmas time but 
throughout the New Year. 


UP 
President 
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